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REMINDER 


For the man without a coat... / 


It's almost unbelievable, the number of men who have been / 
demanding a Hip Pocket Reminder. Fits the pocket easily. , 
Has an open top for papers . . . pockets for cards and / 
bills . . . a 8 faced transparent Identification folder. 4 
And most important of all... a 4 coupon , 


Robinson Reminder . . . a honey of a handy-size. / 
/ 


... plus 2 PROFIT-PLUS PLANS 




















/ 
that give you additional profits the minute you 
7 start buying Robinson Reminders 


Write for details today. 
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ROBINSON REMINDERS 


STFIELD, MASSACHUSETTS 
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... because you 
haven't found the 
Studio line you've 
been looking for. 
Don’t be in a stew any 
longer. Why not serve 
your customers the 
number one studio 
card line in the 
country today? 





Valentines — Everydays 
—Mother’s Day — 
Display Rack. Just send 


for free brochures. 


box cards 


los angeles + new york 





949 no. fairfax ave., 
los angeles 46, calif. 


a box card is a@ box card is a box ceard 
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This advertisement in (73 February 18 and March 2 


WILL SELL MORE ERASERS FOR YOU! 


Illustrated above left to right: #6597 paper-wrapped, #6587 disc, #1207 woodcase@. 


"On ad 


om | 


Corrections are a snap. with JOB-MATED ERASERS* 


Gis 

It’s natural to make mistakes whether typing, drawing, 
writing with pencil or ink...on letterheads, carbon tis- 
sues, vellums or literally hundreds of kinds of paper. 


Now, once and for all, you can forget those human errors. 


Change your mind as often as you like. Because Eberhard 


*Mated to the paper type and de signed for the erasure job 


Pink Pearl “100” : Rubkleen “6002" © Ruby “112” 


Faber makes a job-mated eraser* for every purpose and 


every paper. Try one today —at better stores everywhere. 


= BBERIARD FABER “===” 


Erasers Easily Eliminate Errors 


Trademarks Reg. U. S. Pat. Of. | 


© Star Plastic Cleaner * Tear out this advertisement © specify choice of eraser on your company letterhead for free sarple 
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MODERN STATIONER, JANUARY, 


DEAR 
READER 





All of us on the editorial staff of 
MODERN STATIONER and OFFICE 
EQUIPMENT DEALER feel that we 
have but one purpose in producing this 
magazine: Service to you. 

Service—with a capital S—means 
just that. Every word is written with 
one goal, and that is to serve you by 
giving you information which can be 
beneficially applied to your own store. 

With this objective in mind, we 
have set up a new department, start- 
ing with this issue. When you turn 
to page 45, you will see the new 
“Tell Me More’ section, which will 
make it easier for you to get further 
information from manufacturers and 
suppliers. 


In each advertisement and new 
product report you will find a num- 
ber listed. By circling the correspond- 
ing number on the post-paid card 
in the reader service section, you will 
be indicating that you wish more 
information on the described subject. 
Then, just add your name and address 
and drop the card into the nearest mail 
chute. We'll take care of the rest. 


As an added convenience, you will 
find two of these removable cards at- 
tached. When you first go through 
the magazine, you can immediately re- 
quest any material by using one card. 

A later perusal may reveal addition- 
al products on which you would like 
some information. Fill in the second 
card with the additional numbers cir- 
cled and send it on to us. 

Incidentally, the various trade cat- 
alogs and manuals available to deal- 
ers also may be requested on the card. 
You will find the description of the 
literature in the section entitled 
“Yours For The Asking.” 

You can help us serve you by 
sending on your requests. 
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As you read the copy of MODERN STATIONER 
you are now holding in your hands, do you take 
for granted the wide variety of useful informa- 
tion you are finding in it? 


If you stop to think about it, you might well 
wonder how, month after month, you are able 
to find so many different ideas you can use, 
so much news, so many pictures, such compre- 
hensive product and market information, so 
much of the human side of the stationer industry. 


To use a well-worn phrase, “it isn’t easy.” There 


/ is no mysterious formula that brings all of this 
‘Fa} material together in one issue of our magazine. 
e How we do it is very simple: We just plain go 
out and dig for it. 
: . —— 
MODER 
Pa es 4 


AND OFFICE EQUIPMENT DEALER 


_F) a And right there you come to the heart and core 
of DAVIDSON PUBLISHING COMPANY and 

its ten publications. We know there aren’t any 

shortcuts to successfully serving any business 

: field. For a publisher to serve any industry well, 
he must give his readers concrete ideas and 

specific business information that readers can 


D : . Vl, put to use in their own businesses. 
To present the type of material you find in the 
rs) Mi LE pages of this or any DPC magazine, our editors 


go out to Tulsa, to Seattle, to Indianapolis, to 
New England, to anywhere there is information of 
interest to you, the reader. These editors talk 
with stationers and with the stationer’s customers. 
They look over stationer operations. The notes 
and pictures which these highly trained writers 
and photographers gather are then rushed back 
to DPC headquarters where they are refined into 
the features and news such as you are reading in | 
this issue. 


But that’s not all. DPC specialized personnel 
undertake many other types of tasks to put 
together material of interest and value to you. 
They attend countless meetings, do market and 
product research, initiate extensive industry sur- 
veys, make statistical compilations, employ a 
news gathering agency, confer with manufacturers 
and other industry leaders, study countless re- 
ports and releases. 





Then and only then do they edit, lay out and 
produce the attractive, readable pages that make 
MODERN STATIONER the leader it is. 


DEPENDABLE : Davidson Publishing Company 


SLE 405 EAST SUPERIOR STREET DULUTH 2, MINNESOTA 
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One of the first actions in the new session of Congress by the House 
Ways and Means Committee will be the approval of the bill by Representative 
Aime Forand (D-R.1.) making extensive changes in the excise tax structure. 
Several hundred revisions are proposed in the bill, but one of the most 
important ones for the retail trade will spell out exactly which items are 
. subject to the ten per cent retailer excise on luggage. 
na core 
“4 a The present law contains what is called a "basket clause" which fails 
wthew.d to enumerate which articles are covered. As a result of this vacuum, it is 
ry well, left to the Internal Revenue Service to decide what is to be taxed and what 
as and is not, and these decisions vary among the various Internal Revenue Districts. 
rs can For example, key cases are subject to the tax in some areas and not in others, 
| in the Under the Forand bill, key cases would definitely be subject to the tax 
editors along with such items as ring binders made of leather or imitation leather, 
= ws and obvious types of luggage such as suitcases and the like. 
ation 0 
rain A proposal that will be considered by the House Committee, but probably 
» pote rejected, would free from the tax all articles retailing for less than $5. 
writers This would not result in much revenue loss to the Government and would save 
ed back retailers a lot of work, but the Treasury Department takes the position that 
_" into one exemption would open the way to a host of others in other excise areas, 
a ing In 
The issue of tax relief for small business will also come up before the 
ersonnel Ways and Means in the 85th Congress, but the outcome is in doubt. The Admin- 
to put istration proposal is for relief through a reduction in the corporation tax 
rl poe for small business, but several members of the committee feel that to be of 
try sur- any value, reduced taxes would have to be afforded to the thousands of small 
aploy a partnerships and proprietorships, which far outnumber small corporations. 
acturers 
less re- Such an extension of tax reductions would completely wipe out what now 
looks like a modest budget surplus for fiscal 1958, and would be opposed by 
out and many Congressmen on that ground alone, especially with no election pressures, 
at make 
Since no shift in control is involved, the new Congress will be able to 
get down to work faster than ordinarily. Organization of committees is what 
often delays a new Congress in getting started. For the 85th Congress, how- 
ny ever, organization will be relatively simple since there are only about 50 
SOTA new members to be fitted in, out of a total membership of 531. 








Even so, not much activity in the form of enacted legislation is likely 
during 1957. Most of this will come in the second session of the 85th Congress, 
which starts in January 1958. The first session of a Congress is usually 
devoted to hearings and speeches, with most legislation in the second session. 


Stationers will probably face further price increases next year, regard- 
less of the outcome of the pending freight rate hike. Costs of paper mills 
are continuing to advance, and a firm demand will allow them to pass these along 
without fear of incurring competitive disadvantages. On the average, it is 
expected that paper prices will go up about five per cent during 1957. 





The coming year will be a spotty one for business generally, according 
to year-end economic forecasts. The consensus is that 1957 will show a gain 
of about five per cent in total output of goods and services. The increase, 
however, is figured in dollars, and part of it will reflect the higher prices. 
In actual physical volume, the increase will be about three per cent. Such a 
percentage increase is only normal in view of the rising population and repre- 
sents a leveling off of gains realized in the past few years. 








Business expenditures for plant and equipment will be a key factor in 
the business picture as it has been since the end of World War II. If such 
expenditures hold firm at present rates or even experience a slight decline, 
business activity will continue strong. 


Other types of spending would be enough to offset a slight drop in ex- 
penditures for plant and equipment. State and local governments will show a 
substantial increase in spending next year, over 1956. 


Insurance for mail order goods of low value will cost stationers more 
starting January 2, 1957. On that date the Post Office Department will change 
its five-cent fee for parcel post valued up to $5 to a new minimum of ten cents. 








The Administration is expected to make a big push next year to get 
Congress to extend the Federal Wage-Hour Act to the retail trade. Though 
the minimum wage is only $1 per hour, boosting the lower paid employees has 
a tendency to force higher wages up the line in order that the same differ- 
ential will apply. Efforts will be made by some Democrats to increase the 
minimum to $1.25, the present goal of most labor unions. 








The best guess at this time is that neither move will succeed. The 
House Labor Committee, with a key role in this legislation, is controlled 
by conservatives who fear the impact of the extension of minimum wage laws 
to retailers. Another question is whether the smaller stores with almost 
100 per cent of their business in one state, can be deemed to be engaged in 
interstate commerce, despite extension of that term in court decisions. 


The President's Cabinet Committee on Small Business, which recently came 
out in favor of tax cuts for small firms, is considering holding a conference 
on distribution research. The plan is to provide up-to-date information of 
value to the smaller manufacturer, wholesaler and retailer. If the confer- 
ence idea is approved, it will probably be scheduled for some time in January. 
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Pencil Sharpener 1 

A new pencil sharpener is be- 
ing manufactured by the C. How- 
ard Hunt Pen Company, Camden, 
Mm. 3. 

The ‘“Bostonette” comes in col- 
or choices of red, yellow or pink. 
It is equipped with.standard Bos- 
ton “Speed Cutters’. The red, 
gold and black package features 
a picture window for visible sell- 
ing. 





Blue Chip Chair 2 


Included in the new line of 
office furniture designed by the 
Ken White Associates for the 
Thomas Furniture Company, 
High Point, N. C., are arm 
chairs, sofas, sectional pieces, 
tables, side chairs and club 
chairs. The line will be known 
as the “Blue Chips” line. 





High Speed Calculators 3 
a siksecaaad Two new high-speed 
calculators, featuring re- 
designed exteriors and 
mechanical improvements 
have been developed by 
Facit, Inc., U. S. sales af- 
filiate of Sweden's At- 
vidabergs Industrier. 
Designated as the CA1- 
13 and CS1-13, the two 
models have an entirely 
new exterior design which was developed for added sturdi- 
ness and a more attractive appearance by Facit in collabora- 
tion with the Scandinavian designers, Sigvard Bernadotte and 
Acton Bjorn. 
The new machines have a two-tone green finish. 






Desk Accessories 4 

i i Sia The Smith Metal Arts 
Company, Inc., announced 
and displayed new desk ac- 
cessories at the recent 
NSOEA Convention in Chi- 
cago. 

The new materials are 
colorful composition — sur- 
faces bonded on aluminum. 
Color innovation includes 
the use of coral, tan and white as well as darker shades. 
In the picture, a Cordovan, double-pen base is shown in front 
of three other available finishes, from left to right, basket- 
weave, pigskin and tweed. It is claimed the new materials 
will not scuff and may be scrubbed with soap and water 
without damage or showing wear. 
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A new copyholder with an 
exclusive “fold away” feature 
was introduced recently by the 
Hall-Welter Company. 

The Speedrite Folding Copy- 
holder, while completely ad- 
justable to any desk arrange- 
ment and light conditions, folds 
behind the typewriter when not 
in use. A touch of the little 
finger on the trigger brings the 
next reading line into vision 
under the magnifier to provide clear, undistorted vision of 
the copy. 

It has been designed to fold down over the typewriter keys 
after work, so that the desk may be closed without damage 
to the copyholder. 


Spring Line 6 

“Spring-Fresh” designs reflect 
the 1957 spring line of the 
Dennison Manufacturing Com- 
pany. Featured in this line of holi- 
day items are cut-outs, seals, flame- 
proof crepe paper and gift wrap- 
ping papers. 

Included in the Easter gift 
wraps are these which add to the 
festivities with colorful bunnies, 
ducks and chicks. Other items in- 
clude special articles for Valen- 
tines Day, St. Patricks Day and 
the patriotic line of American flag, gold eagle, Lincoln and 
Washington seals for use in classroom work and _ patriotic 
decorations. 


Unusual Valentine Cards 7 


A few of the new valen- 
tine designs by Box Cards 
indicate that their new 











& group continues the line of 

al ikl “3 “humor in an unusual vein.” 

2 nT A free brochure concern- 

, {| —. ing the line is available 
iii from the company. 

Typewriter Shelf Mechanism 8 


Development of a new 
folding typewriter shelf 
for 52 and 55 inch steel 
age desks has been an- 
nounced by Corry-James- 
town Manufacturing Cor- 
poration, Corry, Pa. 

The new Steel Age 
typewriter shelf locks in- 
to rigid working posi- 
tion, is self-balancing and accommodates all but large elec- 
tric typewriters. It is available in all three Steel Age Desk 
Lines—the “3000”, the “1000”, and the “Correlation”. 
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Weldon Roberts Jet Erasers give 
real zoom to eraser sales because 
they constitute an entirely new 
concept in most original eraser 
design—in most convenient eraser 
use. Keep on featuring them! 


If you’re not presently selling 
Weldon Roberts Jets try them 
for the speediest sales you’ve 
ever experienced on any erasers! 


Weldon Roberts Jet Erasers 
are NOT mechanical gadgets, 
but cylindrical stick erasers 
in attractive, transparent plas- 
tic holders—won’t get out of 
order. Holder tip unscrews so 
eraser stick can be moved 
outward. 














BIG SALES-MAKING TEXTURES 


- 825 Red Rubber core, for pencil eras- 
ing 

- 827 Gray Rubber core, for erasing ink 
and typewriting 


- 838 Green Rubber core, for erasing 
ball point pen and pencil 


Profitable Refills 




















POCKET CLIP STYLE FOR GENERAL USE 
BRUSH WHISK STYLE FOR TYPISTS 


ORDER TODAY 


WELDON ROBERTS RUBBER CO. 
365 Sixth Avenue, Newark 7, N. J. 
World’s Foremost Eraser Specialists 


Correct Mistakes in Any Language 


- - - for more details circle 131 on last page 
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Magnetic Index 9 

Autopoint’s new magnetic 
index is now available in a 
wide selection of colors to 
blend in with home or office 
decor. 

The index features a_ full 
back-tilt top that lies flat to 
facilitate writing, and a power- 
ful ALNICO magnet that picks 
up and securely holds address 
cards. Colors to match the new colored telephones include 
black, gray, brown, mahogany, ivory, green, yellow and beige. 


Travel Desk 10 


To aid note taking and 4 > 
hold maps. papers or rec- 
ords in the car, General In- 
dustrial Company offers its 
new Travel-Desk for $3.75. 

Simplicity is noted in the 
64%,” by 10” metal clip 
board which swings out 
from under the dash for 
use by the driver. The strong arm and clamp give full support, 
yet can be installed or moved in a few minutes, without drill- 
ing. Four leveling screws keep the Travel-Desk always level, 
whatever the dashboard angle. 





Eight Column Adder 11 


In a quick follow-up to its introduction of the 10 key, 
10 column electric adding machine, Johnston Adding Ma- 
chine Company, Los Angeles, announces addition of an eight- 
column model to its line. 

The eight column model prints a nine column total as 
well as automatic credit balance in red. In addition to a single 
stroke total, it includes all the standard features of the 10 
column Johnston. The new model is released several months 
early on request of office machine dealers handling the John- 
ston line. 


File Pocket 12 
The Vertex expanding file 
pocket manufactured by the 
Alvah Bushnell Company is 
said to eliminate an _ untidy 
file as well as save much time 
by its easy filing and finding 
of papers. 

Papers can always stand up straight with index tabs in 
full view. The “Vertex” pockets are available in letter size and 
legal size. 





Secretarial Chair 13 

Royal Metal Manufacturing Com- 
pany offers a new square-tube based 
secretarial chair, designated as the 
1278. Features include a four-way 
adjustable back, a thick foam rubber 
seat and Royal’s exclusive Micro- 
Hite, to permit instant height ad- 
justment while seated. 

Rolled front design adds to appear- 
ance and comfort. The chair is avail- 
able in a wide color selection of 
Super-Tuftex upholstery and bonder- 
ized Plastelle finishes. 





(Continued on page 38) 
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It’s Always Open Season 
with EATON’S Open Stock 


Full page Advertisement in Ladies’ Home Journal 


Choose the letter paper 
that becomes you 


Here is an attractive, easy and effective way to project your personality: 
Pick the EATON’S OPEN STOCK PAPER that suits 


It becomes identified with vou... becomes your very own 


you best. U'se it again and again. 


gives presence to your visits by mail 


EATON'S CRYSTAL SHEER — a 
re of the gentle touch, the subtle suggestion: conveys a forever-young 


jouk In sensitive pastels and white 


EATON POST PREFERRED EATON CALATS RIPPLE —the x 
te self cont oe resonreeta uring tind. In aleays-correct colors. the vitality of keen reactions, a 
tn sizes for ye 


You can use EATON'S OPEN STOCK PAPERS 
again and again for they always 
match. Paper and enve 

papers shown anc 

selection from Open Stock. In fine Stationery Depart- 
ments, wherever you are 

PITTSFIELD, MASSACHL 


‘fy 


EATON PAPER CORPORATION 





If your quest be beauty EATON'’S 


FINE LETTER PAPERS 


SETTS 


These famous writing papers are best sellers 
that know no “slow season” nor mark- 
downs. Sell them once and you start a chain 
of sales. That’s why thousands of Stationery 
Departments consider Eaton’s Open Stock 
Letter Papers their most important busi- 
ness builders. 

Tie-in actively with Eaton’s national Open 
Stock promotion. Enjoy open season on 


sales, steady turnover, and increased profits! 


Fifteen million readers will see this 
striking full page advertisement high- 
lighting Eaton's Open Stock Letter 
Papers in the February issue of Ladies’ 
Home Journal. When your customers 


come in to choose their personality- 


right paper in Eaton's Open Stock be 


sure you are covered with these 
featured items: CRYSTAL SHEER, 
RANDOMWEAVE, POST PREFERRED, 
CALAIS RIPPLE. 


EFATON'S 


FINE LETTER. PAPERS 


EATON PAPER 


‘e 
“erren 


CORPORATION Sb. 3 PITTSFIELD, 


MASSACHUSETTS 
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...1S asked for 


GE, 
BY NAME 
by more than A 
40% of purchasing 


agents and 30% 
of the secretaries 






Conclusive proof that EVER 
READY desk calendars satisfy 
more people than any other — 
regardless of price! Don’t risk the 
loss of a customer. Stock 
EVER READY Calendars. Now! 






Most calendars look alike. BUT ONLY 
EVER READY CALENDARS HAVE THE EXCLUSIVE 
PATENTED “KEY-HOLE” SLOT. This 
feature makes stub removal and refilling 
quick and easy. A real, tangible selling point 
that will boost “impulse sales’ and increase 

your year end protits. 





. —a 








\ Ever Ready Calendar Manu 
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/n my Opinion 





A NEW LOOK AT THE COLLEGE MARKET 


_ here's been a change in the college 


market. It’s become big business, 
and it’s high time retailers realize this 
fact and make a greater effort to get 
their share of this business. 

Too many dealers remember the day 
when the typical college student was 
a struggling youth living on pennies to 
eke out an education. Many who did 
make a try at catering to the post-war 
onrush of veterans lost interest when 
they gave way to their younger 
brothers and sisters. 

But the college market should not 
be sold short today. There are more 
than three million young men and 
women attending colleges in this 
country, and their number is expected 
to increase to four million by 1960. 
There will be a continued growth be- 
yond then, when the bumper baby 
crop of the mid-'40's reaches college 
age. 

As for money in his pocket, the 
average student today comes nowhere 
near typifying the stereotype of two 
decades ago. With the national econo- 
my booming for the past 15 years, 
families are financially capable of 
sending junior away to school with 
resources to live the “‘proper’’ life of 
the student. Collectively, these stu- 
dents represent a major buying power. 

But, I believe it is a fair analysis to 
state that our industry as a whole has 
not geared itself to take full ad- 
vantage of the opportunities offered by 
this large market. During this past 
fall, I talked with many retailers on 
this subject, and I found that in most 
cases nothing more than a superficial 
bid for the student trade was made. 
There was some advertising in local 
newspapers, some store placards, a few 
window displays, but there were few 
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strong, well-planned promotional ef- 
forts made to cash in on this market 
in a big way. And the bulk of these 
sales campaigns was restricted to cam- 
pus locations. 

From my observations, there are 
three reasons why dealers have not 
gone all-out to attract student busi- 
ness: (1) lack of confidence in loca- 
tions, (2) lack of “know how’ and 
(3) lack of full appreciation of the 
size and scope of the market. 

It is my feeling that the most im- 
portant reason is the lack of appre- 
ciation of the magnitude of the college 
market. But, every analysis indicates 
its increasing importance on the mar- 
keting scene, and dealers should rec- 
ognize this fact. 

As for location, a great change is 
being noted in college student life. 
Today's students no longer are pre- 
dominantly on-campus residents. You 
need only visit any campus, large or 
small, to realize that students drive 
more cars than ever before, and they 
thereby live farther away from the 
schools they attend. But, even without 
cars, improved travel facilities permit 
many to commute great distances to 
and from school. It is, therefore, no 
longer a necessity for a store to be 
in the shadow of a campus to realize 
the benefits of college student trade. 

The need for “know how’”’ in set- 
ting up a program to attract the col- 
lege student, too, can be exaggerated. 
Numerous association sales aids can 
provide the basis for successful col- 
lege promotions. Appeal to the 18 


to 24 year old group does not require 
any special sixth business sense, es- 
pecially since the market has many 
year-round promotional opportunities 
other than the back-to-school fall 
shopping spree. There are home- 
coming, carnival and other school 
activity promotion themes that can 
keep college students as a regular 
clientele. 

It is wise to consider, also, that— 
besides the growth potential of college 
student bodies—students represent to- 
morrow’s business leaders who can 
form important buying associations 
with your organizations. And, of equal 
importance is the fact that students 
carry great influence in the buying 
habits of others—their families and 
their non-college friends. This group 
is given to fads which they carry to 
those they influence. 

There is great potential in the col- 
Jege market—greater than most deal- 
ers in our industry seem to realize. 
Increased dollar volumes can be had 
by appealing to this market, but it is 
an essential that a properly-planned 
merchandising program be set up. 

Quite naturally, I do not recom- 
mend that these efforts replace other 
effective promotions. I merely urge 
that additional sales methods be in- 
corporated into present programs. 

Just ask yourself whether or not you 
feel you are getting your share of this 
big and growing market. Then let 
your answer determine the extent to 
which you give the college market a 
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“Continued business confidence, 
continued business spending.’’ 


ee R etail trade is booming. People want better quality 
and are willing to pay for it.” 

“Higher living standards indicate that the year of 
1957 as a whole will be better than 1956. Therefore, 
each retailer must have one objective: to keep growing 
to get his proper share of the bigger business volume.” 

These quotations express the confident outlook 
which American and Canadian businessmen have con- 
cerning the over-all business picture. 

With business records being smashed and all pre- 
dictions looking forward to another record smashing 
year, what should the stationer and office equipment 
dealer expect? 

The answer to this question has been supplied by 
the leaders of some of the major associations in the 
industry. Their words are directed to the recognition 
of the past successes and application of future potential 
in achieving even greater sales success in 1957. 


WHAT’S AHEAD IN ‘57 


What does this new year hold in store for the 
retailer of stationery and office 

equipment? These statements by a few of the 
leaders of the vast field 


indicate an optimistic outlook for 1957 


SOUND PLANNING FOR THE FUTURE 
By Leonard B. Wilcox, President 
National Stationery & Office Equipment Association 


According to a recent government report, American 
business, by the end of 1956, will have spent nearly 
35 billion dollars for expansion in various forms. 

During this year of 1956, retail sales went up, 
personal income for millions of people reached a new 
all time high and employment reached a new level, sur- 
passing the 65 million mark. 

For the last ten years, the record of our industry 
has been one of almost continuous growth, uninterrupt- 
ed by nothing greater than a couple of recessionary 
ripples. 

The best business brains in our country today 
predict that 1957 will be even better than 1956. There 
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are more people to serve, more goods to sell and more 
profits to earn than ever in our national history. 

Our particular industry is due for a larger share of 
prosperity in 1957 only if we are prepared to take 
advantage of the opportunities as they present them- 
selves. 

We must all approach this situation with objectiv- 
ity, with sound business judgment—a judgment based 
on wisdom, concrete planning and courage. 

Let us never forget we must provide our customers 
with ever increasing product values and with better 
services, or we will have to give way to competitors who 
successfully meet this challenge. 
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THE INDUSTRY FACES A CHALLENGE 


By John E. Mossman, President, 
National Office Furniture Association 


Our nation is closing the greatest year of prosperity 
that it has enjoyed in peacetime history. Never before 
have incomes, profits and corporation dividends been 
so great. A vast majority of the dealers in our industry 
have enjoyed their full share of this prosperity. 

Now, what do we have to look forward to in 1957? 
It is my firm conviction and this, I believe, is shared 
by the leaders of the Office Furniture Industry, that the 
year 1957 will prove even greater. 

Our industry has awakened—awakened to the sales 
potential that it always has possessed but never, before 
the last few years, begun to realize. 

Today our industry realizes the importance of de- 
sign that is so necessary to equip the new buildings 
that are being erected all over our vast country. The 
designers employed by the manufacturers in our in- 
dustry are bringing designs to us that ten years ago 
could not have been sold because a majority of our re- 
tail dealers had not been schooled in design and knew 
little or nothing of office decoration and color. 

Never before has our industry faced the interesting 
challenge that is presented today. Never before has the 
sales potential in office furniture been as great as it is 
today. Not only do we have the opportunity to equip 
in whole or in part the new buildings that are rising in 
our large cities and in every suburban area, but we have 
the opportunity of presenting to the executives of every 
corporation in our land, large and small, the story of 
obsolence. The story is that the old desk, the old chair, 
the old filing cabinet and every other item of office 
equipment arrives at a day when it has outlived its use- 
fulness. It must be replaced with new, modern, efficient 
equipment. 

The resultant efficiency not only means savings in 
money for the owners, but better morale for the entire 
organization, all adding up to a greater and more ef- 
ficient operation. 

Never does a corporation executive hesitate to re- 
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place the old outmoded equipment in the factory with 
more modern machinery that will reduce costs and in- 
crease output. This same reasoning applies to office 
equipment if it is introduced properly and the right 
selling methods are presented to your client. 

In the history of the Office Furniture Industry our 
dealers and their personnel have never had more or 
better opportunities to avail themselves of proper train- 
ing in merchandising and selling. Our manufacturers 
have never been able to offer more from the standpoint 
of design and color. Our associations have never offer- 
ed more opportunities for sales and merchandise train- 
ing. Our markets, from every standpoint, offer far more 
opportunities than ever before. If 1957 sales in the 
Office Furniture Industry do not reach an all time 
high, it is because we have not accepted the challenge 
that is offered us, and we have failed to take advantage 
of our glowing opportunities, 





CANADA IS ON THE MARCH 
By A. G. Lancaster 
The Stationery & Office Equipment Guild of Canada 


Canada is on the march! 

Never before in the history of our young country 
has its future looked so bright. 

With the ever increasing development of our nat- 
ural resources the ultimate wealth of this great land 
looms as nothing short of fantastic. Hand-in-hand with 
this is our steady growth in population. Today with 
close to 16 million people, and unemployment at an 
extremely low level, the eyes of the world are upon 
Canada, with new industries from practically all over 
the world seeking to become established in the Canadian 
market. Foreign funds pouring into Canada are paying 
close to one-third of this country’s heavy capital ex- 
penditures. 

We who are already established in Canada and 
fortunate to be a part of one of the oldest industries 


(continued on page 43) 





he idea that the modern business- buf! 








man cannot appreciate artistic wall 
creativity is being disproved by the patt 
Holscher-Wernig Office Furniture ere} 
Company of St. Louis. ‘eal 
Taking an aesthetic approach to the sho 
office furniture market has sharply in- of fi 
creased sales of complete office lay- add 
outs for this firm. 7 
During the past year, Dale Wernig, eitl 
head of the company, has created tre- We 
mendous interest in. the possibilities of aad 
harmonized executive and general busi- che 
ness offices—through the method of sans 
converting one of the oldest show- chu 
rooms in the Missouri metropolis into rial 
a colorful exhibit of the “forward bot 
look” in office planning. .. 
A look at the Holscher-Wernig _ 
showroom, near St. Louis’ busiest shop- oni 
ping thoroughfare, tells the story. A ocr 
colorful display of all of the items ol 
which go into a well-planned office als 
literally ‘“‘stops traffic.” on 
The rectangular showroom, stretch- 
ing for 90 feet, is finished in brilliant by 
This is one of the corners of the Holscher-Wernig furniture store in St. Louis, Mo. colors. A charcoal ceiling and Pastel or 
Hanging over screens against the wall are draperies and wallpaper samples. Pictures green walls contrast with paneling of of 
and casual furniture complete the display. 


HARMONY THEME sells | « 





The emphasis of harmonic color 

schemes in outfitting the office, 

backed by colorful displays and 

sales presentations has paid off 

with increased sales for this St. 
Louis firm 





A view from the balcony of the Holscher-Wernig showroom. The model offices on 
the right are placed on rugs which separate them without partitions. All of the 
displays are accompanied by a complete line of accessories. 
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buff and tan and sections of bright 
wallpaper. The asphalt tile floor is a 
pattern of stripes in neutral shades of 
grey and brown. A stage floor with 
wall-to-wall carpeting, large enough to 
show a complete office or corner of an 
office or reception room, has been 
added as a selling asset near the front. 

To indicate the complete office fur- 
nishing job the firm can do, Holscher- 
Wernig emphasizes accessories as well 
as ornate and unusual desks, tables and 
chairs. As an example, screens of 
many designs and colors, composed of 
shutters, lattice work or other mate- 
rials, are placed along the walls on 
both sides of the store to be offered 
as office partitions. Drapery samples 
in floral patterns, plain colors, stripes 
and other designs are hung over the 
screens. They are chosen to harmonize 
with the furniture nearby. There are 
also panels of wallpaper, carpeting 
and other floor coverings. 

Model offices are “partitioned” off 
by setting each upon 9 by 12 foot, 
or larger, rugs. This creates the effect 
of separate rooms without an actual 


physical separation. Many styles of 
desks and complete units which in- 
clude cabinets, safes, personal files, 
tables and extra work space are in- 
cluded in each element. All of the 
displays are accompanied by a com- 
plete line of accessories chosen by 
Holscher-Wernig’s professional deco- 
rators. 

In the rear of the store are two 
junior executive offices. They are di- 
vided by glass partitions and show 
how neat and comfortable a row of 
smaller, stall-type offices can be with 
proper planning. The second floor of 
the store is devoted to displays of the 
highly-advanced, streamlined styles of 
office furnishings. 

The sales program ties in with the 
store displays. Whenever a representa- 
tive is calling upon a prospect, he 
“talks color from the beginning,” of- 
fering the advantages of doing all 
of the decorator planning decisions 
at once — through Holscher-Wernig's 
complete service. 

Important selling assets are the test- 
imonials of businessmen the prospect 


office furniture 





This is a reception room layout in the showroom of Holscher-Wernig’s. The dis- 
plays are arranged to convince the potential customer that the store can provide a 
daytime home” for himself and his employees. 
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knows, or knows of. His confidence 
rises when he hears words of praise 
about the company from his compat- 
riots. 

Elaborate color presentations arc 
produced. Color photographs, colored 
inks and water colors are used. Actual 
samples of leathers, hardwoods, drap- 
ery fabrics and carpeting are glued to 
the presentation boards. 

The potential customer is later con- 
ducted through the display, and ts 
usually convinced, according to Wer- 
nig, that the company can provide a 
“daytime home’’ which is pleasant, 
colorful and comfortable. 

Each Holscher-Wernig sales rep- 
resentative uses a guide sheet in begin- 
ning his sales operation, which is meti- 
culously complete down to the last 
detail in making up the desired office 
appearance. Included are such items 
as pictured: ash trays, light switches, 
waste baskets and other articles. Since 
Holscher-Wernig is by no means after 
only the wealthy customer who merely 
gives the firm carte blanche to “fix 
everything up,” the price of each item 
is carefully figured in the estimate so 
that the customer can add or delete 
any item as desired. 

“Along with getting away from the 
traditional ideas of office planning,” 
Wernig said, ‘we have also discarded 
the idea that the completely planned 
office with unitized furniture, har- 
monizing draperies, carpets and acces- 
sories is exclusively for the executive 
customer. We found that through ap- 
plying the same sort of sales approach 
in the general market, aimed at the 
smaller offices, general offices of 
large firms and offices of professional 
men; any businessman who spends a 
lot of time in his office, or who ap- 
preciates the effect which a well- 
planned office has on his employees 
and customers, is a logical prospect.” 

Wernig believes that the sales pro- 
gram, backed up by the showroom, 
has reached the market at which it is 
directed. 

He agrees that there is nothing new 
about the idea. But, he adds, the extent 
to which the firm has gone to sell 
prospects on the fact that planning 
a proper office includes the considera- 
tion of such items as carpets, draper- 
ies, desk lamps and other harmonizing 
accessories is definitely “new.’’ Wer- 
nig also includes the beautiful show- 
room in the “‘new’’ category. 
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Your sales forecast may be your most impor- 


tant decision for 1957. Dr. Lapp offers some 
primary consideratons to use in forecast- 


ing stationery and office equipment sales 


Sy C. £. "Chuck Lapp, Ph. D. 
MODERN STATIONER, Consulting Editor 


T he sales forecast, together with a well-planned budget, 

provides the best method of obtaining a unified but 
realistic plan of action for the future year which can be 
followed to achievement. 

While concentration on 1957, in the waning days of 
this year, may be difficult, it can have the effect of pro- 
ducing for that year, a net profit in line with what you 
would like it to be. For the accurate sales forecast is prob- 
ably the most important single activity in managing a busi- 
ness, or in managing an individual territory. 

Very few decisions are made which are not influenced 
directly or least indirectly by the sales outlook. Actions 
and decisions are unconsciously if not consciously oriented 
to what the future business condition is assumed to be. 
Often such assumptions would be quite different if more 
attention were given to sales forecasting. 

Too many executives and salesmen depend on guesses 
or hunches as a basis for their future program of action. 

To meet a specific demand of a particular area, the 
sales forecasting procedure must be custom-made. However, 
there are several thought-provoking ideas on sales fore- 
casting which can be of considerable assistance in drawing 
up future plans, whether it is for an entire company or 
an individual salesman. 
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.-1S Important 


Use Common Terminology—lf an overall forecast 1s 
desired, the initial step is to make certain that all persons 
who are going to contribute give the same meaning to 
words and phrases used in respect to this function. Some 
authorities on this subject are still using words such as 
sales quota, market potential and sales potential inter- 
changeably. There is, however, a trend to make a dis- 
tinction in the meaning of words such as the following: 

Market Potential — The expected sales of a commod- 
ity, group of commodities or services by an entire in- 
dustry for a stated period of time. 
Sales Potential — The expected sales of a commodity, 
group of commodities or services by an entire indus- 
try for a stated period of time in a limited geographic 
area. (Sometimes, but less frequent, sales potential 
for a company is considered as the total sales a com- 
pany should make if it is operated in the most ef- 
fective manner possible. This is usually an ideal to 
strive for, but with the realization that it is impossible 
to achieve.) 

Sales Forecast — Some breakdown of the sales fore- 

cast on the basis of a time period less than that of 

the forecast, separated into individuals, classes of 
office supplies and equipment, territories or even 
individual products. 

Short-Term Sales Forecast — For any period of 16 

months or less. 

Long-Term Sales Forecast — For any period longer 

than 16 months. For purposes of long-term objectives 

involving plans of expansion and the raising of per- 
manent capital, a short-term forecast may be of little 
value. 

Often, unless some common understanding exists 
relative to such terms as listed above, those who may be 
participating in the realization of the forecast may spend 
too much time in discussions about the terminology, rather 
than on the improvement or refinement of a sales forecast. 

Maintain Adequate Records—Records of past sales 
showing as many breakdowns as feasible must be arranged. 
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This information will be extremely useful in determining 
more accurately future sales possibilities. 

Check Past Forecasts—If forecasts of sales have been 
made previously, they should be checked to discover what 
errors in procedure or judgement have been made. This 
approach, if consistently repeated, will build up a backlog 
of invaluable guideposts. 

Outside salesmen particularly, by following this ap- 
proach, will develop a standard by which they can evaluate 
the potential possibility of sales to specified buyers. This 
will allow them to allocate their time spent in selling to 
achieve the greatest return for the time expended. 

Set Up A Procedure For Forecasting—All factors that 
could possibly have some bearing on future sales should 
be taken into account when the forecasting procedure is 
set up. 

Major quantitive factors which should be listed 
include past sales broken down into product groups, cus- 
tomer type and volume size categories. Market Potential 
based on population figures, number of companies and 
number of officer employees should show a derived de- 
mand for a product. 

Business Conditions will be indicated by bank clear- 
ings, carloading or some specific business indicator for 
your area of operation. 

Also, qualitative factors should be considered. Com- 
petitive changes in policies, lines handled and sales pro- 
motion activities are among the qualitative factors, as are 
the buyer changes in the acceptance of some products. 

Not to be overlooked are manpower changes in your 
own organization which may increase or decrease sales, 
and any change in methods of sales training, supervision 
or selection. Policy changes pertaining to price, credit and 
delivery by your own company can affect future sales and 
must be included in any analysis. 





DO YOU AGREE 


Selling Was: 
90% Personality 

Selling Now Is: 
30% Understanding the Buyer 
15% Facts and Product Knowledge 
15% Helpful Ideas for Buyers 
15% Knowledge of Competitive Strategy 
25% Personality 


Selling Was: 
90% Selling Yourself 
Selling Now Is: 
40% Selling Your Product or Service 
30% Selling Your Company 
30% Selling Yourself 
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The more completely the job of collecting and a- 
alyzing internal and external information is carried out, 
the greater is the chance of reducing probable errors to a 
minimum. 

Know Forecasting Tools Available—Definite aids to 
help the sales prognosticator are available from many dif- 
ferent sources. Literature is put out by the U. S. Depart- 
ment of Commerce, the Federal Reserve Board, the U. S. 
Bureau of Labor Statistics, trade associations, and _ state, 
area and local, governmental agencies which may assist 
you in determining sales possibilities, as well as giving 
leads on new markets and customers. 

Other forecast tools that may be of value are cor- 
relation analysis, for evaluating sales possibilities from 
general and specific indices; typical sales per salesman, 
for determining competitive sales; and opinion surveys 
to find out intentions and outlook of buyers. 

Although mathematical answers may be found for 
many factors affecting sales, there will remain certain 
qualitative factors which should not be excluded, but can 
only be evaluated on the basis of personal judgment. 

Test Forecasting Procedures—After a plan of proced- 
ure and the necessary tools have been selected, try it on 
previous years without checking past sales figures. For best 
results, use particular turning point years such as 1929, 
1940 or 1946. Comparison of the results w'th the actual 
figures of that year may bring to light some significant 
factors which you might otherwise have overlooked. 

Compare Your Forecast—When you have used the 
tested method of procedure to obtain your forecast, it 
can be compared with forecasts made by others in the 
stationery and office equipment business in your locality. 

It is also wise to check your own completed forecast 
against nationwide predictions as given in ‘Sales Manage- 
ment,” ““Dun’s Review and Modern Industry’ and ‘‘Stand. 
ard and Poor's Industry Surveys.” If your forecast is dif- 
ferent for your area, find the reasons why it should be. 
Or, find the element which led to different results. 

Revise Your Forecast—The revision of any short-term 
forecast enables you to keep ahead. Many experienced fore- 
casters have found that by dropping the initial three 
months after they have passed and adding on the three sub- 
sequent months, it has proved valuable by allowing them 
to have a 12 month forecast before them at all times. 

The sales forecast is one of the most important deci- 
sons made in your business. If your forecast is inaccurate, 
then other future determinations based on it will be in- 
accurate, such as: 

1. General sales expenses. 

2. Amount allocated for advertising and sales pro- 

motion. 

3. Salesmen’s quotas and territories. 

4. Manpower requirements. 

5. Inventory controls. 

6. Purchasing policies. 

7. Financial controls. 

8. Selection of products, product lines and supplies. 

The sales forecast may be used as the basis of assuring 
its attainment through the coordination of all future plans. 
The sales forecast, however, is not something that can be 
cranked out of a computer. To be realistic, it must be tem- 
pered by judgement and experience. 
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hen an analysis of operating 

costs indicated his largest pro- 
portional expense was the warehousing 
of merchandise, Dick Walsh, Phoenix 
office furniture dealer, resolved to do 
something about it. 

The erection of a $160,000 struc- 
ture on less congested North Central 
Avenue provided that opportunity. 
Walsh and general manager Joe Her- 
bern devoted as much time and effort 
in planning operating economy as they 
did on the architectural splendor of 
the ultra-modern building. 

Convinced that they could cut 
down the delays, lost stock and inevi- 
table customer dissatisfaction, the pair 
sought practical methods to speed up 
the handling. 

Beginning with the initial unload- 
ing outside the building on arrival of 
an item and continuing through until 
the item leaves the warehouse for de- 
livery, changes in techniques and 
equipment have achieved the goal. 

Initially important in the flow of 
goods through the warehouse, is the 
convenient and efficient unloading 
proved by a huge sunken ramp in the 
hard surface parking lot at the rear 
of the building. Less costly and less 


Warehousing costs can bleed 
profits. Walsh Brothers of Phoe- 
nix gave this problem top prior- 
ity in planning their new struc- 


ture and achieved cost-reduction 


comme ees t . sini = effectiveness 





The Walsh Brothers’ truck operator eases four heavy crates into position in the 
company’s warehouse. The powerful, oversize truck makes it possible to utilize almost 
all of the space up to the building’s 22 foot high ceiling. 


WAREHOUSE EFFICIENCY 
... Can slash costs 
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ating space-consuming that a loading dock, Utilization of all space in the 50,- covered in two years on payroll sav- 
pro- the 41 foot long ramp permits swift 000 cubic foot warehouse was another __ ings alone, not to mention the econo- 
aSINg unloading of truck shipments as re- item to be resolved if warehousing mies which are achieved via faster 
ENIX ceived. costs were to be cut. Waste space, delivery, greater safety and better 
o do The large ramp has a gentle slope = common in many warehouses, is the good _ will.” 
of three degrees at the back so that area immediately beneath the ceiling Every item for warehouse storage, 
eruc- when a trailer is backed in, the trac- and too high for normal everyday use. _as it arrives by truck on the rear ser- 
-ntral tor remains level at the front while Walsh Brothers had already had vice lot, is palletized. Lightweight but 
nity. the bed of the truck is slanted slightly. considerable experience with fork lift strong metal pallets are used for the 
Her- This facilitates hand truck removal of trucks in two previous warehouses in most part, although wooden. models 
ffort contents with gravity giving a natural the downtown district, when it was may be thrust into service where nec- 
they assist. decided to invest in a fork lift of essary. 
eof Since it was impossible to design a _— greater power, a much higher reach By achieving easily-handled units, 
ramp of this type which would fit and capable of handling every size Walsh Brothers can stack all items, 
cut all levels of truck beds, Walsh and type of item sold, from cartons including safes, almost all the way to 
nevi- and Herbern devised a lightweight — of the smallest items to the heaviest the ceiling in towering tiers which 
pair “bridge” of magnesium which can be desk. waste only an absolute minimum of 
d up hooked over the concrete block and For the warehouse measuring 40 by space. 
extended out onto the truck bed, 60 by 22 feet, a $3,500 fork lift truck As long as there is room for the 
load- whether it is higher or lower. Weigh- with a lift capacity of 11 feet was forks to be maneuvered up and down, 
al of ing only 90 pounds, the platform can chosen. Thus, one operator plus one the stacking truck can even utilize the 
until be easily handled by two men to give __ part time helper handles all of Walsh very last foot of space below the ceil- 
r de- a smooth, non-skid runway for loading —_ Brothers warehousing needs; in place ing. 
and and unloading convenience. of the three men who were required The fork lift operator remains con- 
L. Built at a cost of $160, a similar in the previous warehouse system. stantly on duty. While not operating 
v of steel unit could probably have been “Our first few months’ operating the truck, he keeps busy by polishing 
) the purchased for one-fifth of the price. experience has shown that we can re- uncrated furniture, attaching serial 
ding But the versatility gained by the flex- cover the cost of the fork lift truck numbers, making minor repairs and 
1 the ible magnesium “bridge” will make and other basic equipment in short — with similar duties. On call to each 
rear up this extra cost after a few years’ order,’ Herbern said. ‘The biggest salesman, he can swiftly locate any de- 
less operation. part of the investment can be re- sired item. With the facile fork lift, 
it is possible to stack any piece of 
office furniture in its crate at any 
point and remove it in a matter of a 
few minutes — by lifting away inter- 
vening rows of crates, snaking out 
the proper article and replacing the 
leed others. 
hoe- To save time, Walsh Brothers asks 
nn the cooperation of the manufacturers 
in shipping their products ready for 
truc- the pallets to be placed. The company 
tien has found that it can stack “‘pal- 
letized”’ desks eight cartons high with- 
out difficulty. 

“What we sought after analyzing 
previous warehousing systems.’ Her- 
bern said, “was a practical method by 
which we could cut down on the num- 
ber of personnel required to ware- 
house all merchandise sold through 
the new store while, at the same time, 
speeding up the operation.” 

He is convinced today that the sav- 
ings have been even greater than an- 
ticipated, with warehousing costs more 
than halved. And it is definitely felt 
that by putting to use the common 
“waste space’’ immediately below the 
ceiling, Walsh Brothers has added 

This is the rear of the Walsh Brothers’ building in Phoenix, Ariz. The sunken ramp “ia cleniitmainadinnainzc: 
at the right permits swift and convenient unloading and loading of truck shipments. acing. 
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Keep that buyers 
door open 


The open door policy of this Minneapolis salesman 


has provided the reception necessary at the 


buyer’s office to develop and build new accounts 


even the most important ac- 
tions of an office supply sales- 
man are those efforts directed to- 
ward “breaking the ice” with the 
buyer of a prospective account. 

Allard Elie, of the Miller-Davis 
Company in Minneapolis, found his 
own solution to the problem by 
carrying a bulging briefcase—bulg- 
ing with many of the new inexpen- 
sive items, some of which could 
even be termed “gadgets.” 

Most of the small articles in the 
stationer’s line do not provide large 
profits unless sold in huge quanti- 
ties, so there may be a tendency to 
avoid wasting time on this type of 
merchandise. 

But to a new salesman starting out 
in the office supply field as Elie did 
three years ago, two problems are 
presented. How to get an audience 
with an account buyer, and more im- 
portant, how to keep the buyer in 
a receptive mood toward future 
visits. 

By taking advantage of the buy- 
er’s interest in new developments 
and his curiosity at new items, this 
Minneapolis salesman makes sure on 
each call that his next call on the 
account will be as well received. 

Not only has this method of in- 
troduction proved successful initial- 
ly, but continuous use of it is claim- 
ed by Elie to be one of the reasons 
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for his finc company sales record. 

He is proud of the fact that sev- 
eral of the new accounts stem direct- 
ly from the customer good will 
created by showing and selling some 
of the new gadgets as soon as they 
came on the market. 

To be able to show these smaller 
articles to the right people does re- 
quire extra work however. For it 
does not do just to pick up any new 
gadget as it comes in. 

Elie makes a practice of spending 
a certain amount of time in the store 
each week in order to become ac- 
quainted with any new articles 
which may be unique and yet have 
sales appeal. 

“Of course,” he says, “just any- 
thing new won't do. It must be 
something with useful qualities for 
my customers as well as eye appeal.” 
In order to insure that he does not 
miss any possibilities when he is out 
selling, Elie asks the regular floor 
salesmen to make a mental note on 
new gadgets and call his attention 
to them at the earliest convenient 
time. 

Once an appealing item has been 
discovered, it is then of prime im- 
portance to get out and show it im- 
mediately. Emphatic on this point, 
Elie stressed that each consecutive 
visit with something new prepares 
his reception the next time. 





Allard Elie 
Miller-Davis Company 


“When the buyer realizes that you 
are going to be the first salesman 
with somthing new each time, he 
recognizes this fact and will begin to 
expect your visits with anticipation 
as to what is new and usable to 
him.” 

Thus the inconvenience of brief- 
case and pocket bulging with gad- 
gets pays off in a favorable impres- 
sion by the account and the buyer 
knows that the salesman is inter- 
ested in keeping him up-to-date on 
the latest trade items. 

The progressive salesman admit- 
ted that it sometimes took several 
visits before the door was first open- 
ed. He mentioned that he had ap- 
proached the buyer for a firm of 
public accountants a few times, but 
in each instance was rebuffed. Then 
he spent additional time looking for 
new articles which pertained to this 
type of work. The solution to his 
problem proved to be an improved 
binder ring, just a small detail, but 
it would increase efficiency. The re- 
sult once the item opened the door 
—a new account. 

Elie carries his personal theory of 
selling—"If it’s new and can be of 
any service to the customer, then it’s 
my duty to go out and sell it”—one 
step further. When a _ customer 
speaks of a particular problem and 
requests a solution, rather than offer 
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the most convenient solution at 
hand, which may just do the job, 
the salesman prefers to check into 
the situation, even though it neces- 
sitates an additional call. 


“I soon realized that the extra ef- | 


fort required to trace the problem 
and ascertain which was the best sol- 
ution pays off in the end,” he ex- 
plained. With numerous items avail- 
able on the market today, it has 
become more difficult for the sales- 
man to know everything about each 
one or all of the possible uses for 
it. Hence, he prefers some research 
to find the complete answer to the 
special problem in order to produce 
a satisfied customer. 

But there can be no customers to 
satisfy or problems to solve if the 
salesman can’t get past the recep- 
tionist to spend some time with the 
buyer. And here Elie relies on his 
“gadget game” to open the doors. 

Elie modestly mentioned that luck 
had played a part in some of his 
introductive efforts in that he has 
been carrying a specific article which 
fits a need peculiar to the company 
he is visiting. As an example he 
cited a firm with a new buyer who 
had not done any business with 
Miller-Davis. 

“Among the small items I was 
carrying at the time was a new soft 
earpiece for the telephone. And it 
certainly was the right thing at the 
right time, as the firm’s manager 
had recently complained to the buyer 
that his ear was sore from a large 
amount of telephone usage.” 

He added that the initial order 
for several of the phone earpieces 
had since substantially increased to 
a good account. 

Having the desired item on hand, 
so that his customer could examine 
and try it himself, Elie feels, made 
the difference. It wasn’t necessary 
to fight an uphill battle by trying to 
persuade the buyer to purchase the 
product unseen. 

To aid himself in keeping track 
of items just on the market which 
can be used as door openers, he 
checks the new products sections of 
trade and consumer magazines. If 
he sees an appealing item which has 
not been already ordered, he notifies 
he Miller-Davis purchasing agent. 

Elie also scans the advertisements, 
especially for the colored ads of the 


MODERN STATIONER, JANUARY, 1957 


products he is selling. When he has 
only the manufacturer's literature 
with a black and white picture of the 
product, he adds the colored picture 
to his catalog. 

Along with an interesting article 
to make the buyer receptive, he finds 
that low pressure selling can be 
coordinated to achieve best sales re- 
sults. “I prefer to undersell an item, 
and above all avoid any exaggera- 
tion of the product's qualities,” he 
said. One of the best selling aids, he 
indicated, was good use of another 
customer's experience and _ satisfac- 
tion with the product. Often, the 
satisfied customer will be well 
known by the prospect. 

When the buyer begins to look 
forward to the visits of Elie, he also 
likes to count on him at a certain 
regular time. Elie manages his 
schedule so that he can be there 
when he is expected. 

In addition to obtaining the anti- 
cipation of the buyer to his visits, 
Elie assures himself of a pleasant 
reception next time with the reali- 
zation of the fact that delivery of 
the merchandise becomes the most 
important feature once the preced- 
ing sales steps have been completed. 

Recognizing this point, he tries to 
devote some attention to the delivery 
of all of his orders, but more espec- 


ially to the rush orders. In arrang- 
ing his time so that he is in the 
store during the early part of the 
morning, he can personally expedite 
any rush orders he may have signed. 

“To the salesman, it may seem 
like they are all rush orders,’ he 
said, “but usually one account will 
only ask for immediate delivery on 
one or two items a year. But, on 
these certain items, immediate de- 
livery may be extremely important to 
the company. It’s just common 
sense to extend yourself somewhat 
on those occasions and maintain the 
good relations between the buyer 
and your company.” 

Proof of the success of his meth- 
ods is indicated by the current 
Miller-Davis two year sales contest 
which started last May. With month- 
ly prizes for the leading salesmen, a 
prize for each salesman who has 
topped his quota at the end of the 
two year period, and a grand prize 
of a trip to Florida for the winner at 
the end of the contest, Miller-Davis 
salesmen have more than enough in- 
centive to increase their sales vol- 
ume. And Allard Elie’s method of 
opening the door to the buyer and 
keeping it open has achieved for 
him the initial monthly prize and 
position among the top five salesmen 
in each succeeding month. 
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An open display of merchandise 
in The Bookshelf, a Phoenix, Ariz., 
book and stationery store, maintains 
a balance between the practical and 
the glamorous. This revolving metal 
display rack offers a complete selec- 
tion of notebooks and school sup- 
plies, while fine social stationery 
graces nearby tables. 

With an all-glass visual front, 
coupled with attractive window and 
interior displays, The Bookshelf 
makes the most of its location next 
to the large new branch post office, 
to move much of the passing traffic 
into the store. 
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Cincinnati Show Draws 
From Tri-Sate Area 

The 1956 Cincinnati Office & Busi- 
ness Equipment show held in October 
at the Hotel Sheraton Gibson Roof 
Garden attracted visitors from Ohio, 
Kentucky and Indiana for presentation. 
of latest modern methods and equip- 
ment in the field. 

A 90 booth exhibit, representing 
nationally known lines and names in 
the office and business equipment 
field captured wide interest during 
the three-day show. 

The Cincinnati Office & Business 
Equipment Show, Inc., a non-profit 
group organized under Ohio law to 
conduct the show, represented office 
and business equipment firms and rep- 
resentatives in this area. 

The show was under the manage- 
ment of Earl J. Winter. 


Kenneth V. Smith Speaks 
To Office Supply Exporters 

Kenneth V. Smith, export manager 
of the Eberhard Faber Pencil Com- 
pany, was the featured speaker at the 
November meeting of the American 
Office Supply Exporters Association. 

Smith spoke on the subject of ex- 
port credit and suggested means of 
acquiring credit information about 
prospective Latin American customers. 
He also suggested methods for collect- 
ing delinquent accounts. 

An open. forum discussion followed 
the featured address. 


Visits Europe For 
New Products 

The Artistic Desk Pad and Novelty 
Company of New York announced 
that Nathan A. Strauss has again 
journied to Europe in. search of new 
products and ideas. 

This extended visit includes time in 
London, Amsterdam, Brussels, Frank- 
furt, Munich, Vienna, Zurich and 
Paris. Many of the new ideas brought 
back by Strauss on his 1955 European 
trip were incorporated in Artistic’s 
1956 line. 
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Effective January 1, 1957, the G. J. Eberhardt Company, 1519A Merchan- 
dise Mart, Chicago, Ill., will be the representative of E. Errett Smith, Inc., New 
York City Printers and Thermographers. 

The Eberhardt Company will present all of the Smith lines in the entire 
midwest area. 

os a * * a 

The W. A. Sheaffer Pen Company, Ft. Madison, Iowa, announced recently 
the listing of its common stock on the Midwest Stock Exchange in addition to the 
New York Stock Exchange. 

CRAIG R. SHEAFFER, company chairman who made the announcement, stated 
that more than 60 percent of the stockholders reside in 12 midwestern states. 
The Midwest Stock Exchange, he added, “was therefore a logical, natural choice 
as a market place for buying and selling Sheaffer stock.” 

a 

Opening of enlarged sales quarters at 4501 E. Monument Street was an- 
nounced by the Baltimore Branch of Ditto, Ine., Chicago manufacturer of office 
duplicating equipment and supplies. 

In the move, necessitated by increased demand for the company's products, 
the 2,950 foot office and warehouse space replaces the former 
operations at 7 Fallsway. 


Baltimore 


* *¢ & & & 

The Bradley Corporation, wholesale distributors to the trade, have moved 

to new enlarged quarters at 70 East 45th Street, New York City. 
* *¢ & *& & 

Completion of a $500,000 plant by Rogersnap Business Forms of Dallas, 
Texas, is expected early in May. The firm manufactures carbon interleaved 
business forms. 

The building will occupy 25,000 square feet of area in the Trinity In- 
dustrial District. An equal area of the property will be used for parking. 

* *¢ &£ & & 

F. L. FAULCONER has been named manager of the business machines and 
supplies department for the St. Louis Remington Rand sales office, replacing 
R. V. BRoMN, who has been named manager of the typewriter department for the 
company’s Dallas, Texas, sales office. 

7 * * * * & 

Jordan Stationers & Printers, Inc., has opened its door for business in its 
new location at 3001 Lee Street, Alexandria, La. 

The company features a complete line of office supplies, office machines, 
furniture and equipment. 


CHARLES JAFFER, Phoenixville, 


Pa., has joined the Autopoint Company of 
Chicago, a division of Cory Corporation, as retail representative for Pennsylvania, 
Delaware, Maryland, Virginia and some of the larger counties of New Jersey. 

Jaffer's previous experience includes four years as a manufacturers representa- 
tive in the middle Atlantic States and four years as sales representative for the 
Eberhard Faber Pencil Company. 


* % % * * 


Jack NEELY, formerly vice president sales of the Eastman Tag and Label 
Company, San Francisco, Calif., has joined the staff of Dobson, Inc., also of 
San Francisco. Dobson, Inc., are printers, stationers and manufacturers of tags. 

* *¢ &¢ & & 

The death of Harry Lioyp NICHOoLs, 73, of Columbus, Ohio, occurred 
following a long illness. Mr. Nichols was formerly the district manager for the 
Weis Manufacturing Company of Monroe, Mich. 

A past vice president of the Field Division of the National Stationers 
Association and an honorary life member of the organization, Mr. Nichols had 
retired in 1953 after serving 31 years with Weis. He was also an honorary life 
member of the Fifth District Travelers Club and the Great Lakes Travelers Club. 
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New Office For 
Carew-Meehan 

The Carew-Meehan Company of 
New York City has announced their 
new address as 487 Broadway (Cor- 
ner Broome Street) New York 13, 
N. Y. 

The move was made to facilitate 
service of equipment. Carew-Mechan 
distributes RoNeo office printers, 
mimeographs, Spirit duplicators, Col- 
lamatic electric collators, Staplex elec- 
tric staplers, folding machines and all 
duplicating supplies. 


Horder’s Holds Annual 
“Twenty Year Club” Dinner 

Nearly 50 members who have 
served with Horder’s, a Chicago sta- 
tionery and office equipment chain, 
for 20 years or more were present 
at the “Twenty Year Club” dinner 
recently at the Palmer House. 

During the festivities, Harold W. 
Jacobsen, Horder’s, Inc. president, 
paid special tribute to Harry Shaffer, 
83, who has been with the firm for 67 
years. 


Harry Shaffer (right) is being congrat- 
ulated by Harold W. Jacobsen, President 
of Horder’s Inc., on being the oldest 
member of the Chicago stationery and 
office equipment firm. Shaffer, 83, has 
been with the company for 67 years. 
Looking on is Peggy Higgens, out-going 
president of Horder’s employee ‘“Twenty 
Year Club.” 


While Horder’s, as the company 
stands today, is only 55 years old, 
Shaffer joined the George E. Cole 
firm in 1889 and remained on the 
staff after Horder’s purchased the 
store in 1926. He is also the oldest 
employee age-wise. 

The ‘Twenty Year Club” is run by 
the members themselves, and the man- 
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agement presents each member with 
a gold watch for their help and loyalty. 


Businessmen Available 
For Speeches 

Data on more than 150 business 
executives available for talks to groups 
on a broad range of business and man- 
agement subjects has been compiled 
by the National Office Management 
Association, 132 West Chelten Ave- 
nue, Philadelphia, Pa. 

The list has been selected from both 
members and non-members of the as- 
sociation who have previously ad- 
dressed one or more of its 161 chap- 
ters in Canada and the United States. 

According to William H. Evans, 
executive vice president of the 16,000 
member organization, the speakers are 
qualified to talk on a range of over 
500 specific topics covering 30 busi- 
ness and management classifications. 

The list was compiled by a com- 
mittee headed by Dr. Irene Place of 
the University of Michigan. The 
speakers are located in 75 cities in the 
United States and Canada. 
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Traditionally the leader in fine 
writing instruments, Cross con- 
tinues its pace-setting trends by 
offering quality merchandise at 
easy-to-sell prices. You can buy 
and sell Cross with complete con- 
fidence. Write for complete in- 
formation on the attractive new 
No. 46 
package deal consisting of two 
free displays and an excellent 
selection of Cross merchandise. 
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Conrad Named 
Sales Manager 

Charles W. Conrad was recently 
named sales manager of the Steel 
: Furniture Manu- 
facturing Com- 
pany, Baldwin 
Park, Calif., pro- 
ducers of the 
Fortress line. 

Conrad will in- 
itiate a major ad- 
vertising and pro- 
motional cam- 
paign to support 
all dealers handling Fortress file cab- 
inets, desks and auxiliary units. Con- 
sumer ads in leading publications, dis- 
play and direct mail material, bro- 
chures and a color catalog are sched- 
uled to help increase distributor sales. 





Conrad 


Berryman Appointed 
By Clary Corporation 

R. B. Berryman has been appointed 
manager of the Clary Corporation’s 
Cincinnati factory branch office at 
1933 Central Parkway, J. W. Stallings, 
general sales manager of the business 
machine manufacturing company, an- 
nounced. 

Berryman has been on the sales 
staff of the branch since April, 1955. 
He was with Dolbey Company, writ- 
ing equipment distributor, in Cincin- 
nati for seven years and was manager 
of the company’s Lexington, Ky., of- 
fice for two years. 


Corry-Jamestown Appoints 
New York Manager 

Kingston W. Fairclough has been 
appointed New York State branch 
manager for the 
Corry - Jamestown 
Manufactu rin g 
Corporation, Cor- 
ry, Pa., makers of 
Steel Age office 
furniture. 

Fairclough will 
represent the com- 
pany and serve 

Fairclough its dealers in 
most of New York State and a large 
area of northern and central Pennsyl- 
vania, 

Fairclough has had ten years ex- 
perience in the office furniture field, 
at both the dealer and area represen- 
tative levels. 
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Mrs. Lee Rognan, acting secretary of 
the Associated Locksmiths of America, 
was presented with a miniature gold 
safe by C. C. Penske, sales manager 
of Meilink Steel Safe Company, Toledo, 
at a recent breakfast meeting of the 
ALOA in Chicago. The award was made 
for her outstanding work in planning 
the meeting. It was the first ALOA 
meeting in which Meilink exhibited its 
safes. 


Merger of Pencil And 
Crayon Companies 

A merger of two of the nation’s 
oldest corporations, the 129-year-old 
Joseph Dixon Crucible Company, Jer- 
sey City, N. J., and the 121-year-old 
American. Crayon Company, Sandusky, 
Ohio, has been proposed according to 
a recent joint announcement by Frank 
G. Atkinson, Dixon president, and 
Earl L. Curtis, American Crayon presi- 
dent. 

The proposal, which has been ap- 
proved by the boards of directors of 
both companies, is subject to ratifica- 
tion by stockholders. Under the terms 
of the proposed merger, Dixon will 
acquire the assets of the American 
Crayon Company through an exchange 
of capitol stock. 

Both companies will continue their 
operations without change of person- 
nel or policy. Headquarters and plant 
operations, as well as sales staffs, will 
be maintained separately, as at present. 

Major advantages of the merger as 
listed by the statement, lies in in- 
creased activity in development of new 
products, research for quality im- 
provement and improved marketing. 

Together the companies will pro- 
vide virtually every product except 
pens needed for freehand writing, 
drawing, painting or marking of any 
kind. Dixon makes a complete line 
of writing, drawing and color pen- 
cils, and rubber erasers, while Ameri- 
can Crayon manufactures almost the 
entire range of chalks, wax and in- 
dustrial crayons, paints for artists and 
schools and educational and home 
handicraft materials. 
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Exhibits Set For 
English Trade Fair 

Over one hundred exhibitors will 
display every form of stationery, from 
notepaper to greeting cards and pens 
to typewriters, at the Third Stationery 
Trade Fair to be held at Brighton, 
England, from February 4-8, 1957. 
All space at the fair has been taken. 

Attractively produced brochures, in- 
tended to provide all information re- 
quired by prospective visitors to the 
fair, have been circulated to buyers 
at home and throughout the English- 
speaking countries. Another leaflet, 
printed in six languages, will be dis- 
tributed throughout Europe. 

Visitors will be able to view and 
compare a vast range of merchandise 
and examine the latest trends and 
ideas in display and sales promotion. 
It is known that some manufacturers 
plan displays illustrating the applica- 
tion of self-service to the retail sta- 
tionery trade. 

Brighton is within an hour of Lon- 
don by rail so visitors will have the 


option of staying in Brighton or mak- 
ing a day visit from London. Hotel 
accommodations may be reserved 
through the director of publicity, 
Brighton Corporation, Royal Yorl: 
Building, Brighton 1, England. 


Sid Linder To Sell 
Lindenware Line 

The Sid Linder Company, 14 West 
23rd Street, New York City, has been 
appointed as sales representative for 
the Lindenware Company, 51 Greene 
Street, New York City. Lindenware 
manufactures the ‘“‘Pen-O-Rama’’ line 
and other stationery and gift novelties. 


Dealers Can Sponsor 
TV Show With No Loss 

A unique plan that enables a local 
shop to sponsor a series of thirteen. 
15-minute television shows, guaran- 
teed against loss, has been developed 
by Bill Einhorn, sales promotion man- 
ager of Arthur Brown & Brothers, 
Inc. 
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ONLY Bulman GIVES YOU THE 
VARIABLE PITCH SHELF 
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Another Bulman exclusive! Now without tools, without 
bolts, without brackets, or any extra parts you can adjust 
Bulman steel shelves to level or sloped position. Shelves 


are all ready to take glass or wire banding. See the fixtures 
designed to work for YOU .. . for LESS. 


Write, wire, call 


THE 


Bulman CORPORATION 


DEPT. MS-17- GRAND RAPIDS 2, MICHIGAN 
OFFICES IN PRINCIPLE CITIES 
The Greatest Name in Self-Selection 
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The shows are called “Learn To 


Draw” and feature artist Jon Gnagy 
in a weekly drawing lesson based on 
his successful teaching methods. Tel 
evision viewers can actually partici- 
pate in this lesson and follow his 
step-by-step instructions. 

The filmed shows are arranged so 
that each sponsor has a full minute 
of institutional commercial. The guar- 
antee is based on the sales of the 
“Learn To Draw” set featured on the 
show. The manufacturer guarantees 
each sponsor that he will make enough 
gross profit on the sale of this set 
to pay for the time costs on the air. 
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NEWS 


Parker Pen Shows 
Increased Earnings 

A letter to shareholders of the Park- 
er Pen Company showed a 47 per- 
cent increase in earnings at the half- 
year mark. 

The higher earnings were realized 
as net sales remained about the same, 
according to Bruce M. Jeffris, presi- 
dent. He attributed the earnings im- 
provement to “efficiencies in opera- 
tions.” 

Net carnings for the six months 
were reported as $569,000, equal to 
62 cents a share. This compared with 
$386,000 and 41 cents a share for 
the previous comparable period. 
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General Binding Erecting 
New Building 

W. N. Lane, president of General 
Binding Corporation, Chicago, broke 
ground for a new $1 million building 
in Northbrook, IIl., at a recent cere- 
mony. 

The structure will be built on a 30- 
acre site purchased from Common- 
wealth Edison Company between 


TICKET PUNCHES 


FOR EVERY PURPOSE 
Notching - Punching - Counting 


The Hogéson & Pettis Mfg, Co. 


141T Brewery St., New Haven, Conn. 
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Globe-Wernicke was host to a group of dealers and dealer salesmen who recently 
attended a sales school held at the company’s executive offices in Cincinnati. Fac- 
tory tours, product demonstrations and open discussions were included in the three- 


day program. 


Edens and Skokie highways near Dun- 
dee Road. It will contain 85,000 
square feet of floor space and another 
15,000 may be added later, a spokes- 
man for the firm said. 

The suburban building will be air 
conditioned and have an exterior of 
brick and aluminum. The grounds 
will be landscaped and a paved park- 
ing lot for employees will be provided. 

General Binding manufactures plas- 
tic binding equipment and supplies 
and spirit duplicating equipment and 


supplies. 


Sanders Retires From 
Board of Trade Post 

Howard S. Sanders, who served 
as secretary-treasurer of The Station- 
ers & Publishers Board of Trade, Inc., 
since 1935, retired on October 1 be- 
cause of ill health. 

Sanders is well known for the re- 
habilitation plan which he inaugurated 
for the Board of Trade. Through this 
plan the board aided many dealers 
who found themselves in financial 
difficulty. 

Sanders is secretary of the Station- 
ers’ Golf Association of New York, 
a member of the Stationers’ 12:30 
Club of New York, and a past presi- 
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dent of the Albany Chapter of the 
National Association of Credit men 
and the Albany Chapter of the Na- 
tional Association of Cost Account- 
ants. He is also a past president of 
the Stationers’ Square Club of New 
York. 


Waddell Named 
Gestetner Sales Manager 

The Gestetner Duplicator Corpora- 
tion of Yonkers, N. Y., has announced 
the appointment 
of William H. 
Waddell as_ its 
sales manager. 

Waddell was 
formerly sales 
manager of the 
Montreal region 
of Gestetner’s 
Canadian count- 
erpart. He own- 
ed and operated his own. office equip- 
ment business in Philadelphia before 
World War II when he left to join 
the RCAF. He terminated his military 
career as a squadron leader and joined 
the Canadian Gestetner organization. 





Evans Is Consultant 
For Trade Associations 

John W. H. Evans, managing direc- 
tor of the Store Modernization Insti- 
tute’s five successful national exposi- 
tions in New York the last 10 years, 
now is acting as a consultant to other 
trade associations to help them earn 
more revenue to meet their increased 
operating budgets. 

Evans earned his Trade Association 
Management certificate at Yale Uni- 
versity in 1955. He organized the Na- 
tional Association of Store Fixture 
Manufacturers, a major industry in the 
U. S. He has spoken at several na- 
tional conventions. 

His offices will remain at 20 East 
55th Street, New York City. 
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Facit Appoints 
Sales Manager 

Erik E. Wiklund has been appointed 
Southeast district sales manager for 
Fact, Inc. iJ. S$. 4 
sales affiliate of 
Sweden’s Atvida- 
bergs Industrier, 
manufacturers of 
Facit calculators, 
Odhner adding 
machines and 
Halda _ typewrit- 
ers. 

Wiklund will 


Wiklund 
cover the states of North and South 
Carolina, Tennessee, Florida, Alabama 


and Georgia, with headquarters in 
Atlanta. He has been associated with 
the office machine company since 
1950, and has served in various sales 
and administrative posts with Facit, 
Inc., in the U. S. and the parent 
firm abroad. 

For the past three years Wiklund 
was sales manager of Mercatoria, 
S. A., in Lima, Peru, distributors of 
office machines by Atvidabergs and 





Electrolux vacuum cleaners and polish- 
ers. 

Wiklund is a graduate of Cornell 
University. He was born in Argentina 
and spent his early years in Brazil. 
He will live in Atlanta with his wife 
and two children. 


Paper Mate To 
Build New Plant 

Plans for the construction of an 
ultra-modern, $1.5 million plant for 
the Paper Mate Manufacturing Com- 
pany were announced recently by 
Frank Seyer, vice president in charge 
of operations. 

The plant, to be located in Santa 
Monica at 26th Street and Olympic 
Boulevard, will consolidate Paper 
Mate’s manufacturing and office facil- 
ities now in Culver City. It will be 
built by John M. Stahl, Los Angeles 
industrial developer, and leased to 
Paper Mate. 

Construction is scheduled to begin 
November 1 and be completed in 
April. The company expects to occupy 
the new building early next summer. 





The new plant will have 110,000 
square feet of manufacturing and of- 
fice space, 100,000 square feet for 
parking and additional space for pos- 
sible future expansion. 

One of the unusual features of the 
building will be a patio on the north 
side for use as an outside dining area 
for employees and with a cafeteria 
opening onto it by means of sliding 
glass doors. 

The front portion of the building 
will house the offices of the company. 
The site was selected after a survey 
by Paper Mate revealed that 90 per- 
cent of its employees live within a 
close radius of the new plant area. 
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Fastener Corporation, Chicago, uses a 
“whirlybird’” to pick up customers at 
airports and fly them to the Franklin 
Park plant. The helicopter, named “Miss 
Duo-Fast,”’ also is used to fly engineers 
to plants in the area where stapling 
problems require special attention. The 
corporation employs a licensed pilot and 
has a heliport near the suburban plant. 
Here, pilot Dick Doyle, on the left, picks 
up the corporation’s west coast repre- 
sentative, William Shocket, at the Chi- 
cago Midway Airport. 





Edwin H. Mosier, Jr., (left), president 
of the Mosler Safe Company, congrat- 
ulates 17-year-old James Kincaid of 
New Orleans, La., on being named Jun- 
ior Achievement “president of the year.” 
Kincaid will become an honorary mem- 
ber of the Young Presidents Organiza- 
tion. Mosler is a member of the Young 
Presidents and a director of Junior 
Achievement. In the middle is Douglas 
0. Yoder, president of the Yoder Com- 
pany, Cleveland, Ohio. 


Kallman Succeeds Sanders As 
Board of Trade Secretary 
Edward O. Kallman has been ap- 
pointed secretary of the Stationers & 
Publishers Board 
of Trade, New 
York City. He 
succeeds Howard 
S. Sanders who 
retired September 
30 because of 
poor health. 
Kallman was 
credit manager of 
Wheeling Corru- 
gating Company for 15 years. Before 
that, he was vice president and gen- 
eral manager of Capitol Fuels, Inc. 





Kallman 


Acme Carbon To 
Build New Plant 

Acme Carbon & Ribbon Company, 
Limited, soon will start construction 
on the largest carbon paper and rib- 
bon plant in Canada, it has been an- 
nounced by William J. Glendinning, 
general manager. 

The plant will be erected in the 
Golden Mile area, Scarborough sec- 
tion of Greater Toronto. It will be 
completed in April 1957 and will 
have 50 percent more production space 
than the firm's present plant at 2356 
Gerrard Street, Glendinning said. 

The building will have 62,000 
square feet of operational floor space 
and in addition to complete produc- 
tion facilities will house Acme’s gen- 
eral offices, marketing headquarters, 
local sales offices and a cafeteria. 

Acme, a wholly owned subsidiary of 
Burroughs Corporation, is a major 
producer of carbon papers, machine 
ribbons and office machine supplies 
in Canada. 





Robert R. Heywood 
Dies In New York 

Robert R. Heywood, 82, chairman 
of the board of the R. R. Heywood 
Company, Inc., New York Litho- 
gtaphers, died recently in a New York 
hospital. 

Mr. Heywood was formerly presi- 
dent and chairman of the board of 
Sinclair and Valentine Company, New 
York and Canada ink manufacturers; 
and formerly a director of the New 
York Printers and Bookbinders In- 
surance Company, the Lithographic 
Technical Foundation and the Litho- 
graphers National Association. 

Mr. Heywood formerly put out his 
own line of greeting cards but more 
recently produced cards for other pub- 
lishers. 

Surviving are a son, Robert R. Hey- 
wood Jr.; a daughter, Mrs. C. Spence 
Purnell; three grandchildren; four 
great-grandchildren; and three sisters, 
Miss Clarissa Heywood, Mrs. Herbert 
Christopherson and Mrs. Henry E. 


Irwin. 


Hornig Appointed 
Lighter Product Manager 

Jerome Hornig recently was ap- 
pointed lighter product manager of 
a the Ronson Cor- 





poration, New- 
ark, N. J. 
The appoint- 


ment was = 4an- 
nounced by Her- 
bert W. Stein, 
general sales man- 
ager. Hornig’s re- 
sponsibilities will 

Hornig include creative 
planning and coordination of Ronson 
lighter sales over the entire country. 
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Fred M. Farwell, president of the Under- 
wood Corporation, on the left, congratu- 
lates salesman Ed Mason whose sales of 
Underwood Sundstrand Adding Machines 
helped the company sell its millionth 
machine recently. 


Harding Appoints Three 
Dealer Representatives 

James M. Harding, vice president 
and general manager of the Milo 
Harding Company, has just an- 
nounced the appointment of three new 
direct factory dealer representatives 


for its line of Tempo duplicating 
machines and supplies. 

Rowland Berry has been appointed 
to cover the Middle West territory. 
He will headquarter in Minneapolis. 

Paul Williams, headquartering in 
the main office and plant of the com- 
pany in Monterey Park, Calif., has 
been assigned to the Mountain and 
Pacific Coast states. 

Harry Carrol is now covering the 
Southern states, working out of Dallas. 
The territory of C. J. Gardner, with 
headquarters at the compariy’s Wash- 
ington, D. C. office, has been ex- 
tended to cover the Eastern states. 


Selexor Establishes 
Display Service 

A display service division has been 
established by Selexor Displays, Inc., 
New York City, it was announced by 
Dan Kingsley, president. 

The service, according to Kings- 
ley, is primed to assist out-of-towners 
with their exhibit problems. It con- 
sists of installation, dismantling, ser- 
vicing, shipping and storage. Skilled, 
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professional union labor is used, and 
the storage service includes insurance 
and handling from one day to a year 
at nominal rates. 

Kingsley said the unprecedented de- 
mand for professional servicing of 
exhibits and expositions held in New 
York City led to the establishment of 
the service. 


Globe Wernicke Appoints 
Sales Representative 

Daniel G. Schunck has been ap- 
pointed a Globe Wernicke district 
sales representa- 
tive, according to 
an announcement 
by Elmer G. 
Rahe, vice presi- 
dent in charge of 
sales. 

Schunck is a 
graduate of Syra- 
cuse University 

Schunck and a World 
War II veteran. He resides at 472 
Braxmar Road, Tonawanda, New 
York. This address will be the head- 
quarters for his territory. 
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nS ing firm of Roberts and Vannais. Burl 

; : Vannais joined Underwood in Octo- Twe 

vowel eee Edison ber, 1955, when he began develop- i 

ranc anager t j inventory trol syst and 
The Edison Voicewriter division of ee ee 


Thomas 


A. Edison, Inc., has an- 
nounced the ap- 
pointment of 
Harold S. Holder 
as branch mana- 
ger in Knoxville, 
Tenn. He _ suc- 
ceeds John Bry- 








J. Ogilvie Lennox (right) of Glasgow, 
Scotland, immediate past president of 
the Stationer’s Association of Great 
Britain and Ireland, and Mrs. Lennox 
present a folding desk pad to Craig R. 
Sheaffer, chairman of the board of the 


now used on the Elecom 125, elec- 
tronic computer. 


Oshkosh Engraving Appoints 
Wisconsin Manager 

Appointment of C. J. Wiechering 
as district manager of northern Wis- 
consin has been 








ant, Jr. W. A. Sheaffer Pen Company, during a announced by C. 

Holder will recent visit to the company’s Ft. Madi- M. Schloesser, 
cover the Knox- 8% !owa plant. general manager Ma: 
Holder ville territory and of the Oshkosh Nev 
maintain his headquarters at 1057  Vannais, systems coordinator in Un- Engraving Com- his 
North Central Avenue. derwood’s intensified electronic data pany, Oshkosh, sibl 
processing program, will supervise Wis. rou 
Vannais Appointed company-wide training activities aimed Wiechering has bus 
By Underwood at developing salesmen and servicemen been active in the 
L. E. Vannais was recently appoint- with the “systems sense” required by Wiechering in graphic arts } 
ed to the newly-created post of direc- modern business. industry for 25 years. The Oshkosh as 
tor of training for the Underwood Vannais is a Certified Public Ac- | Engraving Company is a national dis- ors 
Corporation. countant. He formerly headed the _ tributor of the new permatype print- ap] 
Fred M. Farwell, president of the | Vannais Institute of Commerce and ing plate manufactured by the West- brz 


business machine company, said that 


served as a partner in the account- 


ern Newspaper Union, Chicago. 














TO ALL 
~OUR FRIENDS 


As we, at Kem approach the end of a 
wonderful business year, we want to 
express our gratitude to all our loyal 
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friends in the stationery trade. 


We wish for each and every one of you 
a happy and prosperous 1957. 
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KEM PLASTIC PLAYING CARDS, INC. 
595 Madison Avenue @ New York 22, New York 
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Burroughs Advances 
Two Men In Sales 

The advancement of E. V. Kirouac 
and Richard H. Maurer to sales execu- 
tive positions has 
been announced 
recently by Ken 
T. Bement, gen- 
eral sales man- 
ager of Burroughs 
Corporation, De- 
troit, Mich. 

Kirouac, for- 
- mer manager of 
Maurer the Springfield, 
Mass., branch, has been appointed 
New York Bank Sales Manager. In 
his new assignment, he will be respon- 
sible for the sales and service of Bur- 
roughs bank equipment and special 
business machine systems to banks in 
the greater New York area. 

Maurer succeeds Robert J. Sanders 
as manager of Burrough’s dealer sales 
organization, while Sanders has been 
appointed manager of the Buffalo 
branch. 

After joining Burroughs in 1936, 





Maurer’s most recent position prior 
to this promotion was product promo- 
tion manager for Burroughs Interna- 
tional activity. 


Standard Register 
Announces Expansion 

The Standard Register Company, 
Dayton, Ohio, will build a new mil- 
lion dollar plant in Fayetteville, 
Arkansas, according to an announce- 
ment by M. A. Spayd, president of 
the company. 

The new building will contain 
64,000 square feet of floor space and 
is expected to be completed by the 
middle of 1957. As equipment be- 
comes available, the size of the build- 
ing will be expanded to 120,000 
square feet. 

Located near the south edge of the 
Arkansas University community be- 
tween U. S. Highway 71 and the 
Frisco railroad tracks, the plant will 
employ approximately 350 people 
when it reaches full capacity. 

Initial production will be the manu- 
facture of marginally punched con- 
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tinuous forms and Zipsets. As the 
plant is expanded it will become a 
fully integrated unit, the company’s 
fifth major manufacturing facility 
Other manufacturing units of the com- 
pany are located in Dayton, Ohio; 
York, Pa.; and Oakland and Glendale, 
Calif. 





Three stationery executives who recent- 
ly completed the summer seminar at 
Rutgers University’s graduate school of 
sales management and marketing are, 
left to right: D. C. McMillin, sales man- 
ager, pencil sales division, Joseph Dixon 
Crucible Company; Victor R. Watson, 
member of board of directors, Binney 
& Smith, Inc.; and R. C. Brock, gen- 
eral sales manager, Joseph Dixon Cruci- 
ble Company. The seminars, sponsored 
by the National Sales Executives, teach 
the latest methods in scientific manage- 
ment in the field of distribution. 













The sharp purchasing agent knows that APSCO pencil sharp- 
eners deliver more points per pencil over an extended service 
life, effecting savings he can see. 


Another reason for you to stock, display and sell — APSCO — 
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Sas ks ¢ease 


Barnard Moves 
Dallas Plant 

The George D. Barnard Company, 
printers, lithographers and engravers 
specializing in bank, county and com- 
mercial work, has moved its Dallas 
plant. 

Moulton S. Dowler, vice president 
and division manager, announced that 
the company has taken over a new 
building in Dallas’ Brook Hollow in- 
dustrial district. 

The building at 9113 Sovereign 
Row provides larger and more con- 
veniently arranged facilities needed 
to handle a tremendous increase in 
the company’s business, Dowler said. 

“The spacious beauty of the Brook 
Hollow industrial district has attract- 
ed national attention,’ Dowler. said. 
“We found it an ideal location for 
our expanded operations.” 

The Brook Hollow building has a 
large truck-loading dock and off- 
street parking space for 40 cars. The 
offices are air-conditioned and, ac- 





cording to Dowler, employee morale 
has improved remarkably. 


Mitchell Appoints Two 
Appointment of two men to key 





Smith 


Cotsakis 


posts in Mitchell Manufacturing Com- 
pany, air conditioning equipment man- 
ufacturer, has been announced by J. 
W. Alsdorf, president. 

W. J. Cotsakis, Jr., has been named 
personnel director and Elmer Smith, 
director of procurement. 

Cotsakis was formerly in the per- 
sonnel division of Cory Corporation 
and Smith was director of procure- 
ment for the Frech’nd-Aire division 


of Cory. 
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New Ad Agency 
Formed In New York 

The Nell Lee Litvak Advertising 
Agency, 136 East 57 Street, New York 
City, has been 
formed by Miss 
Nell Lee Litvak, 
formerly advertis- 
ing and sales pro- 
motion director 
for Swingline, 
Inc. and the 
Bulova Watch 
Company, mate- 
rial sales division. 

As advertising and sales promotion 
director for Swingline, manufacturers 
of staplers, Miss Litvak was credited 
with taking the stapler out of the “‘of- 
fice equipment’’ category and bring- 
ing it into the home by using a dis- 
play-merchandising plan which in- 
creased sales tremendously. 

Her packaging displays for Swing- 
line staplers have won several awards, 
both in the National Folding Box 
Competition as well as in the Variety 
Store Merchandiser Packaging Com- 
petition. 





Litvak 





m 


this is the only show in the world 


devoted exclusively to your needs 


as a creator of fine offices. 


You can’t afford to miss it! 





NATIONAL 


OFFICE FURNITURE 


ASSOCIATION 


327 South La Salie Street 
Chicago 4, lilinois 


- a - for more details circle 126 on last page 





vertising 
ew York 


ily 


ak 

omotion 
‘acturers 
credited 
the ‘‘of- 
| bring- 
y a dis- 
ich in- 


Swing- 
awards, 
ng Box 
Variety 
z Com- 


vorld 
ds 














on Proven doy 





FELT TIP PENS! 


A Complete Line of 
Felt Tip Marking Tools... 


that will meet all the marking, drawing and la- 
belling requirements of every one of your custom- 
ers. There are Standard Flo-masters, Advanced 
Flo-masters, King Size Flo-masters...the newly 
introduced Cado-marker ...and a complete line 
of inks, tips and cleaners. 
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Manufactured ina 


Brand New Plant... 


at Carlstadt, N. J., by modern equipment and 
production methods that have permitted us to 
improve the quality and quantity of our product 
—to help you serve your customers better and 
faster than ever before. 


© 














Uniform Packaging... 
Flo-master units are attractively packaged to 
permit effective display, better inventory control, 
quick identification and increased eye appeal. 








Supported by National 


Advertising... 


in leading publications throughout the year. Each 
ad keeps selling your customers and prospects 
on Flo-master’s complete line of quality felt tip 
marking equipment. And remember, each and 
every ad directs them to buy from the stationery 
dealer — sending customers to you! 














As marking importance progresses, more and more 
people are specifying Flo-master Felt-Tipped Pens 
— for lasting service and value. That’s another rea- 
son why Flo-master continues to be the preferred 
felt-tipped pen...why, year in and year out, it 
pays —and pays well — to sell Flo-master! 


Flo-master 


CUSHMAN & DENISON MFG. CO. 


Dept. T., 625 Eighth Avenue + New York 18, New York 
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Nemes Joins 
Cory Corporation 

Ten Nemes, appliance industry sales 
executive, has joined the executive 


staff of Cory 
Corporation, Chi- 
cago, according 
to J. W. Alsdorf, 
president. 

Nemes 
work on_ the 
president's _per- 
sonal staff as di- 
rector of National 
accounts for the 
corporation. He will be responsible 
for development of Cory Corporation's 
consumer and commercial product 
sales plans and coordination of pro- 
motional activities with important na- 
tional accounts. 


will 





Nemes 


McBee Reports Increases 
In Sales And Earnings 
Royal McBee Corporation, manu- 


facturers of Royal typewriters and Mc- 
Bee specialized office equipment, an- 
nounced today that both sales and 
net profit for the fiscal year ending 
July 31, 1956, showed increases over 
the preceding fiscal year. 

The report covers consolidataed re- 
sults of the parent company and its 
wholly-owned domestic and Canadian 
subsidiaries. Foreign subsidiaries are 
not consolidated. 

Net profit, after all deductions, 
amounted to $5,665,803 compared 
with $3,633,067 in the 1955 year. 
This is a gain of 55.9 percent. 


Morgan Appointed By 
Clary Corporation 
Harry Morgan has been appointed 
sales representative in 11 western 
states for the Systems Division of 
Clary Corporation, Donald J. Kintner, 
division manager, announced. 
Morgan has been a systems engineer 
for the company and participated in 
many of the company’s initial depart- 
ment store installations. In his new 
position he will handle sales and ser- 





vices under the supervision of Richard 
Johns, regional manager, in Washing- 
ton, Oregon, California, Idaho, Mon- 
tana, Nevada, Arizona, Wyoming, 
Utah, Colorado and New Mexico. He 
will headquarter at the Clary main 
offices in San Gabriel, Calif. 


Anderson Named 
President Of Davidson 

Martin M. Reed, president of Mer- 
genthaler Linotype Company, recently 
announced the 
election of Harry 
C. Anderson to 
the presidency of 
the Davidson 
Corporation, 
Brooklyn, N. Y., 
a subsidiary 
of Mergenthaler 
Linotype Com- 

Anderson pany. 

The Davidson Corporation manu- 
factures the Davidson Dual-Lith Off- 
set Equipment and a complete line of 
pre-sensitized plates, supplies and 
graphic arts equipment. 
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is the SURE Way to SALES 


WRITE Carbon Papers and Ty 
Ribbons are long-standing favorites with 
office managers 
office supplies for the best results from 
their staffs. 
easy-to-handle carbon papers make more 


420 Lexington Ave., New York 17, N. ¥. 
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Carbon Papers 
and 


Typewriter Ribbons 





The WRITE Way 


ewriter 


who want the best in 


The find that WRITE’s 
copies, cleaner carbons, and are 
economical to use. They know 
WRITE typewriter ribbons pro- 
duce clear, crisp, ormly 
sharp letters—and last longer, 
too. 

Sell your customers on WRITE 
. . . and they will come back 
time after time for WRITE’s 
~~ ae! Typewriter Rib- 
bons and Carbon Paper. 


Fer Volume PROFITS--Featere WRITE 
Send for Sonics end Discounts 
odey! 


PROMPT DELIVERIES 


WRITE 


INCORPORATED 





Factory: Bridgeport, Conn. 
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NOW IN A CONVENIENT 
PULL TAB BOX! 











LOUIS MELIND CO. : 
3524 N. Clark Street 
CHICAGO, ILL. 
DALLAS, TEXAS 


LOS ANGELES, CALIF. 


EASIER TO STOCK — EASIER TO SELL! 
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What Is It? 





Frankly, this is one pro- 
duct that we're not hep 
about. However we will 
pass on information about 
any other product listed 
in this magazine, free of 
charge. 


PHU 











Take advantage of the handy mail-order card in 
this magazine. If you would like additional in- 
formation about any of the products listed on this 
card, return it to us and we will see to it that you 
receive the literature that you desire. 


MODERN STATIONER 


AND OFFICE EQUIPMENT DEALER 


405 EAST SUPERIOR STREET @ DULUTH 2, MINN. 














LORS NTN HE OIE TR — 4 


Less work... 


















FORCE 
Model 200 


This versatile numbering 
machine has more uses 
than your customers ever 
dreamed of — means more 
sales, easier sales for you. 
Lever operated, it numbers 
in any desired sequence. 


Write for New Selector Catalog. —_—_ a 


HICAGC 
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NEW PRODUCTS + « « (continued from page 10) 


Electric Stapler 14 


A low-cost quality electric 
stapler for general office and 
business use has been put on 
the market by Swingline In- 
corporated. 

Priced at $29.75, the Swing- 
line 66 Electric stapler features 

3 : - A a “feather-touch” stapling meth- 
oo od for office efficiency, said to 
VE eliminate fist clenching, bang- 

- 2 ing and jamming. 

Designed to load 210 staples and to staple 40 sheets of 
paper, the stapler measures 1134” by 234” by 41%” and weighs 
4, pounds. 


i 
| 
f 
i 


Telephone List Finder 

Decorator styled models 
of the office telephone list 
finder have been designed 
by the Bates Manufacturing 
Company to capture the 
home market. 

Complete redesign of the 
regular office lines such as 
the “A”, “K’, Crusader and 
Cavalier models has _ re- 
sulted as well as the addition of the Coronet line, shown here, 
which retails at $5.50. Featured along with the new, single 
action mechanism are covers in plaids, black and chrome stripes 
and simulated wood. 





“Spring-Dex”’ System 16 

A new system which con- 
verts existing blind file cards 
into a visible record filing sys- 
tem for the office is now avail- 
able through the Wassell Or- 
ganization, Inc., Westport, 
Conn., suppliers of filing sys- 
tems. 

The “Spring-Dex” concept is 
based on separating each stand- 
ing card in a drawer or cabinet 
with a unique spring-dex 
spring. By separating every 
card, the identifying name atop . 
each is made visible. Cards may _ 
be placed easily into a typewriter or billing machine, it is 
claimed, without removing the clip, and time saved in lo- 
cating a card is said to be 50 percent. 





Parcel Post Scale 17 


The Triner Scale and Manufac- 
turing Company has announced 
the development of a new automatic 
computing parcel post scale, called 
the Triner Imperial. 

A major feature is an extra 
large color band chart to guide 
the eye immediately to the proper 
zone postage computation. The 
chart is lithographed on metal 
and is easily replaceable in the 
event of postal rate changes. 

The scale mechanism is the 
twin pendulum gravity system, 
according to the manufacturer, and has no rack and pinions or 
springs, but uses a shock-resistant double frame to assure ac- 
curacy and long service. 
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Visual Binders 18 


Several of the leading 
magazines are _ pattic- 
ipating in displays of the 
“Peek-a-Book"’, a_ plastic 
magazine binder distribut- 
ed by Angler’s Company. 

The hard-backed binder 
is made in seven dif- 
ferent sizes to accommodate all sizes of magazines. A sliding rod 
holds publications in perfect position at all times and enables 
them to be changed in a matter of seconds. 

The binders have a wide market in such places as: libraries, 
homes, professional waiting rooms, airlines, reading rooms, 
hotels and schools. 





Desk Set 19 

Eversharp has released a new model, 
multi-purpose desk set, designed to re- 
tail at $2.95. to the trade. This pen and 
holder combination offers a wide vari- 
ety of home and office uses 

Sets are available in red. blue, green, 
black or ivory. The medium ball pen 
included in the set contains all of 
Eversharp’s nationally advertised fea- 
tures. The dealer's assortment contains 
four of the sets in varied colors, 
packaged in an eye-catching display 
dispenser. 





Wood Office Furniture 20 


The Profile Group, wood 
office furniture by Imperial 
Desk Company, features a 
new principle of suspended 
construction and is designed 
so that each piece may be 
used singly or in a group. 

Styled like household furniture, of walnut, the design of 
the Profile Group came from the drawing board of W. A. 
Sarmiento, young Peruvian designer. New finishes have been 
developed to accent the richness and beauty of walnut. 

This executive desk from the group shows the unique 
suspended construction feature. 





Retractable Pen 

Ferber Corporation has be- 
gun distribution of a new 49- 
cent retractable pen as an addi- 
tion to the Ferber line of writ- 
ing instruments. 

The slim-shaped feather- 
weight pen is available in one- 
dozen and two-dozen self-sell- 
ing merchandise display cards 
designed to be compact, attrac- 
tive and unusual while dis- 
playing the pens in full view. 


Calling Card Caddy 22 


This calling card caddy 
by La Jolla Industries can 
eliminate the desk drawer 
cluttered with calling cards 
so easily misplaced. 

Made of high-impact plas- 
tic and aluminum, two fol- 
lowers keep cards upright. 
Alphabetical index guides 
are included with the holder, which comes in satin gold and 
jet black finish. This model (102) retails for $2.50 and will 
hold 1,000 professional and personal cards. 
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ready to talk profits for ’57? 


Today’s market for Tab systems 
demands trouble-free forms. Hano 
Litho-Tab is your answer. 


Today’s best one-time carbon Snap- 
a-parts are Hano Multi-Snaps, Spe- 
cial and Custom Snaps. 





.»» THEN YOU’RE READY FOR 
Hano Business Forms! 





For hand-written records, Hano 


Standard body Register forms. . | 
low-cost (Han-o-Sav) list, Plus} Refolders, Portables and Porta-Paks 


Custom Register List. are your answer. 


Hane dealers make profits! 


Because ... with the Hano line you can always 
sell the right form at the right price and deliver at 
the right time. This isa Hano combination (which 
includes top quality of course) that insures repeat 
orders ...and profits. Get the facts... then 
judge for yourself. Now...ask for your copy of 
“Business Form Profits with Hano”. Dealerships 
open in the South, Southwest and Midwest. 







PHILIP 


COMPANY INC. 


MANIFOLD PRINTERS SINCE 1888 


General and Sales Offices: Warehouse and Branch Plant 


HOLYOKE, MASSACHUSETTS MT. OLIVE, ILLINOIS 
- - - for more details circle 127 on last page 








A Businesslike Approach to 
All Your Marking Problems! 


THE “CROWN LINE” OF MARK- 
ING DEVICES IS THE FINEST 
EVER MADE. Aggressive Dealers de- 

mand EXTRA QUALITY CRAFTS- 
MANSHIP « ECONOMY «+ EFFICIENCY 
FASTER DELIVERY « and HIGHEST 
PROFIT YIELD. These are the outstanding 
reasons why more prosperous dealers insist 
on the best... 


The LROWN LIME!” 


THE GOOD NEWS IS OUT!...no 
other marking devices compare with 
the highest standards established 
and maintained by CROWN. 
Why not make it your line? 


; ay 
a] : “many 
_ 


“i | 





nae ne nes OE 


CROWN 


: Your best buy 














R. A. STEWART 
AND CO., INC. 


80 Dvane Street 
New York 7, New York 
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New Social Security Tax, 
Effective January 1, 1957, Gives You... 


Social Security & 
Withholding Tax 
Charts 


Sell to Every Office...Every Payroll 
Department...Big 50% Profit! 


Effective January 1, 1957, the social security tax of 
2% changes to 214%, requiring all employers to 
make new deductions from employee’s earnings. 
The revised DELBRIDGE Social Security & With- 
holding Tax Charts contain these new changes in- 
cluding withholding tax deductions. Each set of charts 
retails for $3.50 . .. you make $1.75 or a 50% profit! 
Tell your salesmen about the rate change so they 
can remind customers—then start taking orders! 
Don’t pass up this rare opportunity to boost profits! 


Only DELBRIDGE Tax Charts 
Offer All These Selling Points! 


@ Shows both social security and withholding tax 
deductions! 


@ Faster than hand or machine figuring! 
@ Cuts costly computing errors! 


@ No skilled help or experience needed—so easy 
anyone can do it! 


@ Four separate editions cover all payroll periods: 
(1) Weekly (2) Bi-Weekly (3) Semi-monthly (4) 
Monthly. 


@ Two-color printing and large, bold type, makes 
reading easy and fatigue free! 


@ Tab indexed for quick, easy locating of employees’ 
earnings! 


@ Spiral binding—pages always lie fiat! 


@ Page size 7” x 7”. Small... compact, doesn’t hog 
desk space! 


@ Handsome... durable... blue leatherette cover! 
Write today for catalog pages, envelope stuffers! 


DELBRIDGE CALCULATING SYSTEMS, INC. 


Pre-Calculated Tables for Business & Industry Since 1890 
2502 Sutton Ave. ° St. Lovis 17, Missouri 
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Letter Opener 23 


Bohn Duplicator Corpora- 
ation has introduced to the 
market its new B D C 
letter opener which is 
claimed to be five times 
faster than envelope slitting. 

The speed and simplicity 
of this letter opener stem 
from a design that permits 
one hand operation. The 

SPREE : envelope is inserted, the top 

i La> re plate is depressed and the 
envelope is opened in a single continuous motion. 

Finished in two tone enamel, the B D C letter opener 
retails at $14.95. 





“Big Ball’ Marking Pens 24 
An all-purpose : 

marking pen is be- 
ing produced by 
Samuel Taubman, 
176 Madison Ave- 
nue, New York. 

The “Big Ball” pens are available in four ink colors — 
black, blue, red and green. It is claimed the “Big Ball” marks 
on all types of paper, shipping cartons, cloth, cardboard, 
leather, synthetic textiles and virtually all other types of mater- 
ial. One suggested use is for the housewife in dating and iden- 
tifying frozen foods that go into deep freeze. 

The pens are priced at $1.00. Refills sell for 50 cents. 





Metal Office Combinaton 25 


Unit to unit con- 
struction, custom- 
planned, is possible 
with the — square- 
edge top metal office 
furniture offered by 
Invincible Metal 
Furniture Company. 

Connecting _ office 
groupings are said to 
be possible with the wide variety of units which includes 
desks, file units, cupboards, auxiliary drawer units, separate 
tops, tables and typewriter height desks. Combinations are 
available in gray, green, tan, grained walnut and grained 
mahogany. 

Executive chairs, posture chairs and side chairs are also 
available to match the complete line. 





“Office Engineered” Stand 26 


This model B400 
Luxco’s low-cost el- 
evating stand, is the 
newest member in the 
line of office equip- 
ment manufactured by 
Badger, Incorporated. 

Acclaimed for its 
modern styling, solid 
construction and .“of- 
fice engineering” for 
easy elevating, the 
B400 has an_ under- 
coated steel top which 
is fully insulated by 
a special sound-absorbing compound. Other features include 
free rolling casters, “grip tread” feet, sturdy tubular steel legs, 
piano hinges and spring loaded drop-leaf support arms. 
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New York, 250 Fifth Avenue, MUrray Hill 3-4723 
Los Angeles, 3137 Kelton Avenue, BRadshaw 2-1456 


MODE 


AND OFFICE EQUIPMENT DEALER 


Announces The New 


NOFA CONVENTION DAILY 


We are very happy to announce that Davidson Publishing Company has 
been selected by the National Office Furniture Association, to publish a 
daily newspaper serving everyone at NOFA’s annual conventions. 


We welcome the opportunity this gives us to extend our publishing 
service to provide a daily for each of the two big industry conventions— 
NOFA in the spring and NSOEA in the fall—in addition to our two monthly 
publications in the field, MODERN STATIONER and OFFICE EQUIPMENT 
DEALER and MODERN RETAILING. 


MODERN STATIONER and OFFICE EQUIPMENT DEALER’s first NOFA 
CONVENTION DAILY will be published in conjunction with the association's 
annual meeting in New Orleans, Louisiana on March 28 through 31, 1957. 


To exhibitors, it will offer an unexcelled advertising opportunity every 
day of the convention. 


To everyone attending, it will provide a daily guide and information 
source never before available. 


It will be the same type of colorful, pictureful, newsy tabloid at MOD- 
ERN STATIONER CONVENTION DAILY at the NSOEA Convention last 
fall. Copies will be distributed early in the morning throughout the Jung 
Hotel and other New Orleans hotels each day of the convention. 


If you have an advertising message to get across to this NOFA Con- 
vention now is the time to make your reservation. Contact the Davidson 
Publishing Company office nearest you. 


o 


Modern Stationer and Office Equipment Dealer 


Convention Daily 
DAVIDSON PUBLISHING COMPANY 


MODERN STATIONER, JANUARY, 1957 


Chicago, 612 North Michigan Avenue, WHitehall 4-5407 
Duluth, 405 East Superior Street, RAndolph 7-2963 






























SPHINX 


Remember the thrill of seeing a ‘Jack in the Box’ 
spring into reality? Well, the. = SPHINX box per- 

forms no such trick, but none is necessary to 
put a pleasant surprise into your sales picture! 


The wondrously designed four color 
SPHINX TYPEWRITER PAPER line con- 
tains the finest quality papers—at the 
most economical prices. Yes, stock the 
nationally famous SPHINX line—a real 
‘Surprise Package’ for you with sales 
and soles! 





SAXON PAPER CORPORATION 
240 WEST 18th STREET - NEW YORK Il, N. Y. 
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Pat. Pending 


THE HANGING FOLDER WITH ADJUSTABLE 
METAL TAB 


Guide-O-folders increase the speed and accuracy of filing 
and finding. All weight of the folders and contents is sus- 
pended on the steel side frames, eliminating all the pull- 
ing and tugging usually encountered by file clerks in 
filing and finding. Made in 5 sizes—Letter, Legal, Invoice. 
X-ray and LO-FOLDERS for 5 drawer files. The adjust- 
able metal tabs make them readily adaptable to every 
filing system. Send for free sample and the GUSSCO 
complete catalog of filing supplies. 


GUIDE SYSTEM & SUPPLY COMPANY 


335 Canal St., New York 13, N. 
Gussco Sales Inc., 337 Winston St., Los Seatta 13, Calif. 
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NEW PRODUCTS 


Stapling Machine 27 

A new carton-closing stapling ma- 
chine, the “Clincher”, has been in- 
troduced by the International Staple 
and Machine Company, Herrin, III. 

The new stapler is designed for 
one-hand operation and has just four 
assemblies, which decreases repair 
problems. It also has an adjustable 
penetration control and a staple pusher 
which offers steady tension on staples 
until the last one has been fed to 
the machine. 





Portable Foot Warmer 28 
a As on- 

the-job cold feet, Interstate 

Rubber Corpora- 

tion has introduced its Elec- 

tro-Mat, foot 

warmer. Available to retail 

at $7.95, the mat is 14” by 


21” and can be transferred easily from one location to another. 

Electro-Mat provides a safe amount of heat sufficient to 
keep feet warm, counteracting drafts and cold floors. It is con- 
structed for complete safety and requires less electric power 


than a 100-watt light bulb. 


Folding Chairs 29 


A new line of BéLA folding chairs 
in gold bronze, copper-tone and 
brushed chrome plated finishes is 
now being offered by the J. & J. 
Tool & Machine Company. 

Available for use as supplemental 
seating in auditoriums, assembly halls, 
churches, dining rooms and conven- 
tion halls, the chairs are furnished 
with spring cushion, padded, plywood 
or steel seats. 


Puzzle Game 








30 


DIZKIT, a new puzzle game for adults 
and children, has been introduced by the 
Rayex Corporation, New York. 

The game consists of three upright 
posts with 10 plastic discs stacked pyra- 
mid-fashion on the center post. 
of the new game is to reassemble the 
pyramid on an end post. 
shows will be used to launch and pre- 
sell the new game. 

DIZKIT is packaged in an individual 
transparent, plastic case, and a colorful, 


Object 


TV 


dispenser- type, counter merchandiser unit holds six games per 


dispenser. The game retails at $1.00. 


oe OR mrocs 





a | Check Book Reminder 31 
, Robinson Reminders, West- 
At. field, Mass., designed a 
| combination secretary 

“lias tout / and check book. 
y | Formerly an advertising num- 
eraiondl ber, this Check Book Reminder 
SR ' is available in a wide range of 

a leather types. 
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Nylon Chair Bushings 32 
A new feature of Rest-All 
swivel chairs, manufactured by the 


Ohio Chair Company, Youngs- 
town, Ohio, is the use of self- 
lubricating nylon for sleeve bush- Areal . aes 
ings. sleeve bushing sleeve bushing 

It is claimed the nylon multi-  ..___ Sees 
plies swivel chair life at the sleeve esr ‘eS ~ 
bushing, the most common point ae a es. 
of wear-out, and eliminates side Wy pS ene & “a 
sway or rock of the seat. It also , ak : 
is said to eliminate the binding operate in center 

of choir’s base 


and dragging of casters as the chair 
is turned and distracting squeaks and scrapes. The self-lub- 
ricating nylon also eliminates the bothersome greasing and 
oiling of swivels. 


Office Furniture 33 

Executive Furniture 
Company, Wichita 
Falls, Texas, has in- 
troduced a new Elite 
1200 series of office 
furniture. 

The new Elite line 
is designed in integrat- 
ed component parts. 
Pedestals, legs, back 

’ panels and tops are 
produced individually, in two styles. Both styles are available 
in eight colors or special custom finishes. Matching cocktail 
tables, lamp tables, planters and accessories are available in 
each styling. 





Spirit Duplicating Unit 34 

Peerless Imperial Com- 
pany, Inc., Newark, N. 
J., has a new spirit dup- 
licating master unit 
which, it claims, is ab- 
solutely smear proof. 

Vapor sealing locks in 
the hectograph coating, 
thus preventing hecto 
from bleeding out against 
master paper or against the operator's hands. Peerless claims 
the user can actually rub his or her hands on the coating 
without the slightest smear. The units come in two sizes, 
81 x 11 inches and 814 x 14 inches, packed 100 units to 
a box. 








Increase your PROFITS with 


STANDARD FORMS 


+ METER TICKETS + INVOICES 
* COPYSETTES * PURCHASE 
* CHECKS * BILLS OF LADING 
+ W-2 TAX FORMS « REPLY MESSAGES 


2 to 5 part carbon sets with imprints. 
Best prices, delivery for dealers. 


FREE sew cataiog — standard Redifixt 
forms, oe 1.B.M. forms, W-2 
and tax forms, NCR, etc. Write for copy. 


CONSOLIDATED BUSINESS SYSTEMS, To 


30 Vesey St., New York 7, N.Y. BArclay 7-3687 
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WHAT'S AHEAD IN ‘57... 
(continued from page 15) 

in the world must realize the opportunities that lie 
ahead and never be found wanting. Business during 
this past year has held to a steady level, in spite of 
continued world-wide unrest. Canada will undoubtedly 
wind up with a year of continued healthy growth. The 
curb on credit buying imposed by our banks should 
strengthen our economical position and not prove to 
be a deterrent to general business. Sound thinking in 
times such as we are now experiencing is a must. 

All indications point to another year of steady 
growth—yes, competition will be keen, but if we have 
our house in order, is fair competition not a good stim- 
ulant? 

Our Guild continues to grow, slowly but soundly 
and on a firm basis. We now have a grand total of 290 
member companies. We believe our principles to be 
realistic and fair. Membership offers many advantages 
to all. Those whose desire it is to keep abreast of 
rapidly changing times can obtain services through the 
Guild that, if procured through other sources, would 
tend to make their cost prohibitive. 

Cooperation from NSOEA cannot be estimated or 
acknowledged by mere words. We are deeply indebted 
to them for their unselfish support so freely given at 
all times. 

With the trend today to self-selection, manufactur- 
ers and dealers must prepare and display their products 
in such manner to offset the challenge of new large out- 
lets seeking additional lines in an effort to obtain a 
larger slice of Mr. John Q. Public’s dollar. 

Guild services, properly used, can be of inestimable 
value. 

Basically our Guild is trying constantly to build 
a better understanding among our industry. We must 
know each other better—only as a result of acquain- 
tanceship can we build friendships—when people are 
friends even wonders can be achieved. 

All of us realize that net profit is an all-important 
must in any business. We in our Guild believe that open 
discussions in a friendly atmosphere and the free ex- 
change of ideas will go a long way toward getting on 
the right road that leads to that end. 














Wm, Indispensable reference 
ing guide: 


Drafting Materials 
* Papers, Boards, Pads 
* Drawing Instruments 
* Airbrushes & Compressors 
* Craft Materials & Plastics 
* Picture Frames 


* and hundreds of other 
essential art materials 


Arthur Brown &Bro’s. Write immediately on your 


company letterhead —you'll 
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. receive this valuable catalog 
and Drawing supplies! by return mailat no charge. 


ARTHUR BROWN & BRO., INC., 2 W. 46TH ST.,N. Y. 36, 
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CLASSIFIED ADVERTISEMENTS 


Deadline for classified advertisements is the fifteenth of the 2nd month 
preceding the month in which the magazine is issued. RATES: 12c a word. 
Minimum Order: $3.00. Names and address are to be included in the count. 
Initials or sets of figures are to be counted as one word. 








HELP WANTED 





TOP NOTCH REPRESENTATIVES 
WANTED 


calling on Department and Stationery 
stores. Will consider men with other 
quality stationery or allied lines. High 
repeat business on our well accepted 
quality ball point refill line. Please write 
fully giving information on lines handled 
and territory covered. Box 114, Modern 
Stationer, 405 East Superior Street, 
Duluth 2, Minnesota. 1-57 





MANUFACTURER'S REPRESENTATIVE 
wanted to represent nationally sold pat- 
ented zipper ring binders, portfolios, and 
brief bags. Exclusive territories avail- 
able. Commission. Give details. Reuben 
Co., Box 31, 555 W. Jackson Blvd., Chi- 
cago 6, Ill. t-f 





SALESMEN: year round side-line selling 
Christmas card Close-outs, Birthday, Get- 
Well, etc. Williams Paper, 19 Hudson St.. 
New York 13, N. Y. tf 





Wanted Young Man with store and out- 
side experience preferred. Opportunity to 
manage. Option to buy. ready to 
locate in midwest write fully of pay 
required and ability to earn it. Box 112, 
Modern Stationer, 405 East Superior 
Street, Duluth 2, Minnesota. tf 





REPEAT SIDELINE 
FOR LOCAL SALESMAN 

Nationally advertised, lightweight, vol- 
ume sales, generous commission. ARCO 
Open Ring Rubber Bands by world’s 
largest manufacturer. Strong, non-con- 
flicting sideline to men now covering 
stationers. super markets or paper 

twine jobbers. Reply: Lines carried, ter- 
ritory. etc. Alliance Rubber Company, 
Alliance, Ohio. 1-57 








W-2 Business NOW Quick Results 


Write for samples, details. You accept 
orders. We do everything else under your 
name. Excellent profits. 


Ky. Ferms as revised May ’56 available 


APEX BUSINESS SYSTEMS 


Dept. MS, 540 Pearl St., N.Y. 7 BE 3-7133 
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Representative needed for New York, 
New Jersey, Pennsylvania, Ohio, Michi- 
£2". also New England states, for well 

own line of Party Favors, Gift-wrap 
Tie-ons, Packaged Party Goods. Samples 
pee A and quickly handled. Our line 
should help sell your other lines to the 
stationery and gift shop trade. Box 115, 
Modern Stationer, 40 East Superior 
Street, Duluth 2, Minnesota. 1-57 





box cards is seeking additonal repre- 
sentation in certain areas. If you are ser- 
vicing the top Studio Card accounts in 
your territory and are interested in a 
major line, send full particulars and ref- 
erences to: 

Dept. A 


box cards, inc. 
949 no. fairfax ave. 
los angeles 46, calif. 


SALESMEN WANTED 
NATIONALLY PROMOTED FLIP-IT 





COMMISSION. WRITE GIVING BACK- 
GROUND AND TERRITORY DESIRED. 
REGAL & WADE MFG., INC. 200 FIFTH 
AVENUE, NEW YORK, N. Y. 1-57 
SALES REPRESENTATIVE WANTED 
Long established manufacturer of com- 
plete line luxury and popular priced 
albums. Profitable commission opening 
for regional and resident factory repre- 
sentatives now selling related, non-con- 
flicting products direct to stationers. 
Coverage of camera, gift, greeting card 
and department stores an advantage. 
Southeast, midwest, and eastern Canada 
territories. Protected territories. Car 
necessary. Box 113, Modern Stationer, 
405 Fast Superior Street, Duluth 2, Min- 
nesota. 1-57 








LINES WANTED 





Will be interested January 1 in one or 
two good lines for Florida, Georgia, South 
Carolina and Tennessee to call on sta- 
tione stores, stationery departments 
and gift shops. Have been calling on this 
trade for past 10 years. Can furnish 
excellent references. Box 116, Modern 
Stationer, 405 East Superior St., Duluth 
2, Minnesota. 1-57 


Salesman with good connections giving 
good coverage Stationers and Depart- 
ment stores wants line for California. 
Box 107, Modern Stationer, 405 East Su- 
perior Street, Duluth 2, Minnesota. 2-57 


FOR SALE 











ONLY 


UNDER- 
COUNTER CASH DRAWE $9930 
6coin tills, 5currency compartments. 
Warning bell and disc tumbler lock. 
Made of Indiana hardwoods. Smooth 
lacquer interior. Le nag a 
1 T exterior (specify). 
Size 1855", W x 14%" D x 454" High. 
High Quality, Precision-Built. 
Standard Dealer Discount. 
Order or write todav! 
INDIANA CASH DRAWERCO. Drawers for 
P.O. Box 236N, Shelbyville, ind. over 34 years 


- - - for details circle 121 on last page 


Mfgrs. Cash 


EZY-REDE Magnifiers and Readers (made 
in the U.S.A. offer you fine sales and pro- 
fits. Now stocked by your wholesaler. 
Request free catalog. Apex Specialties 
ag 1111 Douglas Ave., Providence 4 


tf 


JOBBERS CLOSE OUT! Everyday Cards! 
List Less 65%. Minimum order $25.00. 
State News Company, 468 Main, Rock- 
land, Maine. 25th Anniversary year. $100. 
order sent prepaid. 1-57 








BUSINESS OPPORTUNITY 








‘ 
ACHS 
“Common Sense” 


EXPENSE BOOKS & SHEETS 


BEACH PUBLISHING CO. 
19829 W. McNichols, Detroit 19, Mich. 
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STATIONERY & GREETING CARD 
SHOP. W. Palm Beach, Florida. Good 
profits. Ideal 
equipment. RE. opt. 
Dept. No. 8003. 


STATIONERY, GIFTS, Philadelphia, 
Pa. Ideal main street location! 60 yr. 
landmark! 3-story brick bldg. 5-rm. 
duplex apt. Dept. No. 42305. 


CHAS. FORD & ASSOC., INC. 
oss Hollywood Blvd., Los Angeles, 
al. 


location. Complete 
Priced right. 














December 17 — Pan American Aviation 
Day. 

December 25 — Christmas Day. 

Dec. 31— New Year's Eve. 

Jan, 1—New Year's Day. 

Jan. 6-13 — Universal Week of Prayer 


Jan. 13-19 — International Printing 
Week 

Jan. 19—Robert E. Lee’s Birthday. 

Jan. 20-25—Forty - Fourth California 
Gift Show, Ambassador and Biltmore 


Hotels, Brack Shops, Merchandise Mart, 
individual showrooms, Los Angeles. 


Jan, 27-31—Fifteenth California Lamp, 
Picture and Accessories Show, Bilt- 
more Hotel, Los Angeles. 


Jan. 27-30—Washington Gift Show, 
Hotel Willard, Washington, D. C. 

Jan. 27-Feb. 3 — Youth Week 

Feb. 2— Ground Hog Day. 

Feb. 3-6—Thirty-Fourth China, Glass, 
Gift, Jewelry, Toy, Stationery and 
Housewares Show, Civic Auditorium, 
Sheraton-Palace, St. Francis and Sir 


Francis Drake hotels and Western 
Furniture Market, San Francisco. 


Feb. 3-14—Chicago Gift Show, LaSalle 
Hotel and Palmer House. 


Feb. 6-12 — Boy Scout Week 


Feb. 10-12 — Mid-South Gift & Jewelry 
Show, Peabody Hotel, Memphis, Tenn. 


Feb. 10-13—China, Glass, Gift, Jew- 
elry, Stationery, Toys and Housewares 
Show, Public Auditorium, Plaza and 
Benson Hotels, Portland, Oregon. 


Feb. 12— Abraham Lincoln’s Birthday. 
Feb. 14—Valentine’s Day. 


Feb. 15-25 — Nationally Advertised 
Brands Week 


Feb. 17-20—Gift Show, Civic Audito- 
rium, Olympic and New Washington 
Hotels and Terminal Sales Building, 
Seattle, Wash. 


Feb. 17-23 — Catholic Book Week 
Feb. 17-24 — Brotherhood Week 


Feb. 22—George 
day. 


Feb. 24-Mar. 1—New York Gift Show, 
Hotel New Yorker and New York 
Trade Show Building. 


Mar. 5 — Mardi Gras (Shrove Tuesday) 
Mar. 8 — World Day of Prayer 
Mar. 10-16 — Girl Scout Week 


Washington's Birth- 
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102 Apex Business Systems — W-2 
business forms. 
— pencil 


104 Beach Publishing Co. — expense 

books and sheets. 
105 Box Cards — studio greeting cards. 
106 Brown, Arthur, & Bro., Inc. — ref- 
ind guide to art 


103 Apsco Products, Inc. 
sharpeners. 


107 Bulmen Corp., The — adjustable 
self-service merchandiser. 

108 C-Thru Ruler Co. — transparent 
rulers and other measuring devices. 

109 Consolidated Business Systems, Inc. 
Standard Redifixt forms. 

110 Craftint Monufecturing Co., The— 
paint-by-number oil sets. 

111 Cross, A. T., Co. = 
chrome pens, 

112 Cushman & Denison Mfg. Co. — 
felt-tip pen. 


113 —— i a 0 Cennsiding 


1 1 6 Faber, Eberhard, Pencil Co. au» 


erasers, 
117 Gibson, C. R., and Co. — business 
forms, 


Supply Co. — 
Sones eee Sle See ae 


118 Guide System & 


ticket punches. 
120 Hunt, Cc. Howard, Pen Co. = 
portable pencil le 


121 Indiana Cash Drawer Co. — under- 
counter cash drawer. 
122 Kem Plastic 
plastic playing 
123 Melind, Louis, Co. — stamp pads. 
124 Melind, Louis, Co. — rubber bands. 


Cards, Inc. — 


NOFA show, advance registration. 


Simply circle 


ADVERTISED PRODUCTS 


127 Hano, Philip, Co., Inc. — business 
forms. 


128 Noestring Pin Ticket Co. — “Per- 
fect Gem” paper clip. 
129 Paper Art Co., Inc. — paper plates, 
napkins. 


cups, 
130 Regency Thermogre — Helio- 
graved stationery, cetalogs. 
131 Roberts, Weldon, Rubber Co. — 
erasers. 


132 Robinson Reminders — Hip Pocket 
Reminder. 


133 Sexon Paper Corp. — Sphinx type- 

writer paper. 

134 Seneca Novelty Co., | 
rulers and yardsticks 


nc. — Senco 


MODERN STATIONER Neme 
Tell-Me-More Dept. 
Please print or Street 

type information City 


135 Stewart, R. A., & Ce., Inc. —- 
Crown marking devices. 

136 Strathmore Co., The — magic slate. 

137 Union Rubber & Asbestos Co. — 
paper cement. 

138 Vollend, The P. F., Co. — Every- 
day greeting cards. 

139 World Publishing Co. 
World Dictionary. 

140 Write, Inc. — carbon papers, type- 
writer ribbons, 


141 Force, Wm. A., & Co., Inc. — 
numbering machine. 


142 Ever Ready Calender Mfg. Co. — 
desk calendars. 





Business Name 














* Please send information on items circled below: 


New Products: 1 2 3 
10 11 12 13 14 
21 22 23 24 

32 33 34 
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109 110 111 
118 119 120 
127 128 129 
136 137 138 
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15 16 17 
26 27 28 


104 105 106 
113 114 115 
122 123 124 
131 132 133 
140 141 142 


* Note: Inquiries for items not serviced beyond April 15, 1957. 
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* Please send information on items circled below: 


New Products: 1 2 3 
10 11 12 13 14 
21 22 23 24 25 


32 33 34 


Advertised Products: 102 103 
109 110 111 112 
118 119 120 121 
127 128 129 130 
136 137 138 139 


4 5 
15 16 
26 27 


104 105 106 
113 114 115 
122 123 124 
131 132 133 
140 141 142 


* Note: Inquiries for items not serviced beyond April 15, 1957. 
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Pencil Sharpener — the “Boston- 

ette” in red, yellow or pink with 
cutters. 

Blue Chip Choir — from the new 

Blue Chips line designed by Ken 


White. 

High Speed Calculators — CAIl- 
13 and CS1-13 by Scandinavian 
designers. 

Desk Accessories — colorful com- 
position surfaces bonded upon 
eluminum. 


Folding Copyholder — odjusteble 


NEW PRODUCTS 


Unusual Valentine Cards — ao 
om style of cards for Valentine's 
Y- 
Typewriter Shelf Mechanism — 
folding typewriter shelf for desks. 
Magnetic Index — top tips com- 
pletely back while magnet holds 
address cards. 
Travel-Desk -—— attached under 
ne WORE oak 6F way whan ant 
in use. 


Eight Column Adder — features 


Secretarial Chair — 

with rolled front —- 
Electric Stapler — “ 
stapling for office efficiency. 
Telephone List Finder — 
styled model for use in the home, 
“Spring-Dex” ‘ 


System — 


single stroke action. 


File Pocket — vertex expanding 
file pocket available in legal er 
letter size. 


to any desk arrangements and light 
conditions. 
ing-Fresh” de- 


ee 
signs reflect the 1 pp aden 








BUSINESS REPLY ENVELOPE 


FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.GR., DULUTH, MINN. 











TELL-ME-MORE DEPT. 


MODERN STATIONER 


405 EAST SUPERIOR STREET 


DULUTH 2, MINNESOTA Bushings 
of Rest-All swivel choirs. 


Office Furniture — elite 
features 


Spirit Dupliceting Unit — 
unit is scid to be smear proof, 
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| BUSINESS REPLY ENVELOPE 
FIRST CLASS PERMIT NO, 665. SEC. 34.9. P.L.AR., DULUTH, MINN. 
TELL-ME-MORE DEPT. 


MODERN STATIONER 


405 EAST SUPERIOR STREET 
DULUTH 2, MINNESOTA 


advertised 
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CRAFTINT... 


ANNOUNCES 


TWO NEW 
PAINT-BY-NUMBER 
OIL SETS 


ZOO .... this BRAND NEW and exciting 
paint-by-number series makes easy the capture of 
jungle animals...in brilliant color. Twelve sets— 
24 panels of popular wild animals in natural 
surroundings . . . from North Woods to Jungle. 
Each set contains two professionally-drawn, 
ready-to-paint 9” x 12” mounted panels...a 
plentiful supply of ten vibrant oil colors in wide- 
mouth, screw-cap jars . . . two artists’ brushes 
... bottle of brush cleaner . . . simple instructions 
... plus a copyrighted, colorful and educational 
story card which has a clever jingle and cute 
cartoon. Youngsters will want to collect ALL of 
these trading cards! So join the Safari to Craftint 
ZOO. Priced right at $1.89 ($2.10 west of Denver) . 


BIBLE ART ... a brand new series 


created to answer the biggest demand in Craftint’s 
history. Seven educational, non-denominational 
sets portray beloved, devotional scenes from the 
Old and New Testaments. Every set is complete 
with two 14” x 18” mounted panels . . . 24 rich 
oil colors in large, ready-to-use, screw-cap jars 
... three artists’ brushes . . . large bottle of brush 
cleaner . . . simple instructions . . . PLUS two 
copyrighted, beautifully-lettered scrolls with 
Bible verse and story, wonderful for framing. 
Hobbyists who paint one BIBLE ART set will 
want to paint them all. This new religious series 
has been enthusiastically received everywhere. 
Only $4.95 ($5.45 west of Denver). 


Also available — Popular K-9, Big 3 and King 
Size Sets! Send for free color folders. 





rattint 


THE CRAFTINT MANUFACTURING COMPANY CLEVELAND 


amer Ave., Cleveland 10, Ohio CHICAGO 


NEW YORK 


- - - for more details circle 110 on page 45 





Money tells its own history on these 
distinctive business forms, a perfect 
record of all transactions. Beautifully 
lithographed on fine bond, for 
receipts, notes, statements and every 
business service. Some available 
with dealer's imprint on individual 
forms and die stamped on cover in 
quantity orders. In demand with 
discriminating customers everywhere. 


BILL HEAD PADS * BILL AND DAY BOOKS e 
COUNTER CHECKS * SCALE BOOKS « GIFT AND 
ARCHITECT CERTIFICATES « MONEY RECEIPTS ¢ 
PROMISSORY NOTES « REMITTANCE BOOKS ¢ 
STATEMENT PADS * TRADE ACCEPTANCES ° 
WARRANTS FOR ORDER ON TREASURER e 


PUBLISHERS * NORWALK, CONNECTICUT 





e « © for more details circle 117 on page 45 


5: 














